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GS ET ready to thrill to the new Fall 


Johnsonians, the line with the Top 
Performance Value that has made it 
nationally accepted in just one year's 
time ... New wood, even better styling, 
and rigid adherance to a high standard 
of quality set by. Johnsonian, make it 


your best bet for a better Fall season. 




















....BUT HOW 
WILL THEY FIT 
NEXT WEEK? 





The careful fit you take such pains to give at 
the fitting stool will last only as long as the 
shoe holds it’s shape. Unfortunately, shoes of 
conventional heel construction usually break 
down at the back after a few days of hard 
wear, forcing the foot forward and destroying 
the proper relationship of the shoe to the foot. 
Thus a profitable mother customer is really 
dapeivel of value. 


You can help her protect her investment 


and build her confidence in your store by sell- 
ing Trimfoot Pre-School shoes with patented 
““Cuddle-Back”’ seamless heel construction. 
“Cuddle-Back” 1s designed to keep the heel 
back in the shoe where it belongs. providing 
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a better and longer lasting fit im action! 


Trimfoot Pre-School Shoes sell at a price 
more American Mothers are able and willing 
to pay. Sizes 3 to 6, in C and D widths, 
retail for $2.25 and cost 





you $1.25. Sizes 64% t0 9, 
in B, C and D widths, re 
tail for $2.75 and cost 
you $1.55. Send for 
natural color catalog 








giving complete de- 
tails. Address Trimfoot 
Co., Dept. BS, 4060 
Forest Park Boulevard, 
St. Louis, Mo. 














) 
rv Joho’ SHOES 
( 


TRIMFOOT COMPANY +4060 FOREST 


PARK BOULEVARD + ST. LOUIS, MO. 





3° 





. BOOT AND SHOE RECORDER, published every Saturday by Chilton Cone & Entered second class 
79. Subscription price $3.00 per year. Printed in U. 8. A. (Canadian ra Be Ga.00 pies 06.00 for Canadian War Iechanae tam anahing tate total of $3.50.) 





matter November 23, 1932, at the Post Office in Philadelphia unde jj 
















From Massachusetts to California, retailers are asking this question 
of themselves, and hoping that someone will ask it of their competitors: 


“What's the sense of holding clearance sales on whites in July ? A good selling 
month is killed unnecessarily by early clearances. The public gets ready for va- 
cations in July and will buy new white shoes if available. 


“Why not maintain white selling stocks througout the month, as we 
used to, and a firm policy that prices will not be reduced this year 
until Friday, August Ist?” 
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REGULAR PRICES THROUGHOUT JULY! 


EXPERIENCE proves that the only business connected 
with premature displays of all shoes is LOST business on 


staple white shoes. 


» If someone did not try to rush the season 
for the doubtful distinction of showing styles 


first, a majority of stores would enjoy greater 
white shoe volume and better profit 


showings. 


WHITE SHOES WILL SELL AT LEAST FOUR WEEKS LONGER THIS 
YEAR! ORDER MORE SHOES OF LEVOR WHITE KID NOW. THE 
EVENTUAL DEMAND WILL UNDOUBTEDLY EXCEED THE SUPPLY. 
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Wen experienced manu- 
facturers and retailers think of 
sound construction, particularly 
on lightweight, open toe and 
open heel types of footwear, 
they think of UNISHANK INSOLES 
as the dependable way to com- 
bine rigid heel and shank sup- 
port with true forepart fiexibil- 
ity. Unishank Insoles provide 
maximum strength where it is 


needed most. 
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Rough Going underfoot means Smooth Selling 


for you... with shoes of husky 
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TECHNICALLY SPEAKING Vita-Tempering refers to a new and 
improved method of heat treating steel. It imparts the important character- 


istics of STRENGTH -HARDNESS—TOUGHNESS and UNIFORMITY of bend and temper. 


Each step in the Vita-Tempering operation 
is continually regulated by automatic time 
and temperature controls, making possible 
an unusual degree of uniformity. The 
shanks proceed on conveyors through the 
hardening furnace and into a salt bath for 
tempering, and then through multiple wash- 
ing and drying operations, to 

emerge clean—with their orig- 

inal shape accurately main- 

- tained. The Vita-Tempering 

Process differs from the ordi- 

nary “quench and temper’ 


method because it eliminates the shock of 
ordinary oil quenching. 

In the Vita-Tempering Process, when shanks 
have been heated to above their critical 
temperature (where a fundamental struc- 
tural change takes place in the grain of the 
metal) they are immersed instantly in a 
controlled temperature salt bath and held 
for a precalculated period of time. 

The Vita-Tempering Process is a revolution- 
ary advance in heat treating, and a signif- 
icant improvement in shank making which 
benefits the shoe industry. 





TEEL SHANKS 


An engineering achievement— 


important to the shoe manufacturer because 


it means... BETTER SHANKS! 


DEPENDABLE RIGIDITY 


A steel shank, like a bridge, is a weight 
bearing structure — and Vita-Tempering 
provides the supporting STRENGTH needed 
for long shoe wear. Tests are made during 
production of every lot of shanks to confirm 
STRENGTH — HARDNESS — TOUGHNESS. 


CLEAN SHANKS 


The shanks, coming from the Vita-Temper- 
ing furnace are clean—free of oil— ready 
for shipment — ready for insertion in the 
shoe. Clean shanks make cleaner shoes. 


UNIFORM SHANK FIT 


Each shank fitting is made directly to the 
lasts of the shoe manufacturer. After the 
shank is cut and formed, Vita-Tempering 
preserves the ACCURACY of fit and the 
UNIFORMITY of bend that is important to 
the science of shoemaking. 


Millions of Vita-Tempered Steel Shanks have 
been produced in the past several months. 
Every shoe manufacturer should consider the 
advantages— the extra protection of quality 
—in Vita-Tempered Steel Shanks. 
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THE outlook from the Boot aNnp 
SHoe RecorDER window brightens 
as Summer progresses. We have 
told you about the Airline Terminal 
Building being opposite the Grand 
Central Station. The Mayor calls this 
the “Crossroads of the World” but 
we would call it “Twelve Corners” 
because that’s the traffic problem of 
this spot—42nd Street and Park 
Avenue. There’s even more traffic 
than appears on the surface because 
there are three layers of subways 


THIS MELON iN 











and an entire realm of railroads, 
plus the air terminal of all corners 
of the globe, right under our eyes 
if we could see through the bricks, 
mortar and cement. We are fasci- 
nated with this Airline Terminal— 
its men and its methods. There’s a 
lot of the showman in it—a lot of 
promotion and a lot of the lift that 
comes with adventure but there is 
also back of it all very substantial 
business thinking. So let us give an 
open discussion of some manage- 
ment and economic principles that 
we discovered at the Eastern Air- 
lines: 

“During 1940 Eastern Air Lines 
put all of its profit back into the 
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‘Rainy Day Fund.’ WHY? For two 
reasons: (1) To strengthen the job- 
holders’ security. (2) To protect 
the stockholders’ investment. 

“It is true that one of the jobs of 
Management is to increase income 
so that there will be more money to 
distribute. But the primary, the 
most important consideration is to 
provide for the security of the busi- 
ness thus protecting jobholder and 
stockholder alike. Every person who 
holds a job wants to get the best 
wage that can be paid for his ser- 
vices. But over and above that the 
thoughtful person is more interested 
in security, some assurance that his 
job is regular and permanent. So, 
too, every person who holds a share 
of stock is interested in obtaining a 
return on his investment but he is 
more interested in making certain 
that the value of his investment is 
maintained. 

“During the past few years eco- 
nemic theories have been rampant. 
Experts have advanced their pet 
panaceas for our financial ills. But 
all through the resultant confusion 
the sound old-fashioned principle 
upon which Eastern Air Lines oper- 
ates stands clear as a beacon .. . 
‘PAY OUT LESS THAN YOU 
TAKE IN.’ 

“When business is good people 
get used to it and assume it will 
continue indefinitely. Many busi- 
ness men as well as individuals 
spend all they earn, disburse their 










profits—-and pledge their future 
earnings for imaginary needs with 
no thought of the reckoning day. 
In justice to jobholder and stock- 
holder alike, Eastern Air Lines can- 
not, will not, gamble with the secur- 
ity of our Employees nor the safety 
of our investment by following this 
course. 

“Opinion is almost unanimous 
that we are facing a long and diffi- 
cult period of economic adjustment. 





To survive, to safeguard the jobs of 
our Employees, we have laid aside 
our profits as a reserve against the 
uncertainties of the future — ‘A 
Rainy Day Fund’ to carry us 
through business slumps and to 
enable us to make necessary capital 


expenditures out of cash on hand.” 
. * o 


Mrs. SELMA LAVENSON 
SCHWARTZ, who heads up the firm 
of Lavenson’s of Sacramento, the 
oldest and largest family shoe store 
in Northern California—founded by 
her father sixty years ago, says: 

“I suppose I’ve lived and 
breathed ‘shoes’ ever since I was 
born. Naturally, when I was a child 


growing up, I came to know quite 














a bit about shoes, but it was not 
until 1933, quite a few years after 
father died, that I became actively 
connected with the firm. I'd been 
busy rearing a family, so I wasn’t 
free to come in until then. 

“The advantage I think I have 
over men who are heads of shoe 
firms is:—I think I know better 
than a man what a woman wants in 
shoes and how to assemble a cos- 
tume—coordinating details and col- 
ors, etc.” 

Mrs. Schwartz attends fashion 
previews, shoe conventions and 
makes periodic visits to factories 


where shoes are made. 


LOUIS EDELSTEIN, friendly man 
of Duane Street, had a party in the 
middle of May. He invited all his 
neighbors of Duane Street, the shoe 
market and friends to the formal 
opening and celebration of the new 
showroom and warehouse at 131-35 
Duane Street. It was also his twenty- 
third anniversary . . . since the day 
when back in 1919 he had a little 
jobbing house on the top floor of a 
Duane Street loft. 


Now the Lion Shoe Company, 
Inc., is three. stories high and 
spreads over three buildings. Such 
expansion indicates that “selling 
days are here again.” 


NON-DEFENSE industries must 
plan for “a period not of months 
but of years” to get along with much 
less than their requirements in a 
long list of strategic materials, 
Philip D. Reed, chairman of the 
board of the General Electric Com- 
pany, said tonight at the 25th an- 
nual meeting of the National Indus- 
trial Conference Board at the 
Waldorf-Astoria Hotel. 

The post-war decade will resem- 
ble neither the 1920’s nor the 
1930's, said Mr. Reed, and “I sus- 
pect that the war will advance by 
several decades the twentieth cen- 


tury trend away from laissez-faire 


12 





business men 
are wearing down and 
out by worrying about the mis- 
takes and misfortunes of yester- 
day. 

—Futile waste of good and needed 
energy — unless we appreciate 
nee Bas the costly lessons 

yesterday to our plans 
and promotions of today and to- 
morrow. 

—Yesterday is past history and 


gone forever; today is here for a 
fleeting second; tomorrow is dan- 


gling its hopes ‘and opportunities 
before our imagination as long as 


we live. 

—So it's a wise and well-balanced 
man who forgets the trials and 
tribulations of yesterday, and 
plans and works today for tomor- 
row. 


—Time is a-perplexing element in 
man's short space of service. 


—For cag is always yesterday to- 


=e 


President 





(let the buyer beware) and toward 
economic integration and industry- 
wide planning under government 
supervision.” 


* * * 


REMARKABLE performance for 
wartime conditions is reflected in a 
report from British shoe manufac- 
turers, such as Manfield and Sons, 
Ltd., and Sexton, Son & Everard, 
who manufacture women’s feature 
shoes in Britain under American 
patents. With restrictions in city 
transportation, good shoes become 
more and more important. British 
women are walking more than they 
have in the past, and they are de- 
manding and getting feature shoes 
to help them carry on under the 
strain of increased physical effort 


imposed by the war. Throughout 
1940, the high production level of 
1939 in Arch Preservers, made by 
Manfield and Sons, Ltd., and on 
Style-EEZ, product of the Sexton, 
Son & Everard factory under license 
from the Selby Shoe Company, 
Portsmouth, Ohio, has been in- 
creased. This in the face of the fact 
that 1939 was the biggest volume 
year in the history of both brands 
in the British Isles. 


* + * 


EDWARD L. DREW of the Tan- 
ners’ Council of America, spoke his 
piece before the convention of that 
primary product group, saying: 

“So far this year, government con- 
tracts have been let for some 4,200,000 
pairs of service shoes. Contracts for .an 
additional five or six million pairs will 
possibly be let some time this year. This 
assumes, naturally, that army require- 
ments are not further increased by rea- 
son of the entry of this country into the 
war as a direct belligerent—from the 
present look of things, a none too safe 
assumption. At any rate this total of 
nine to ten million pairs, ordered and 
anticipated, will require about forty 
million feet of chrome retan side leather 


and a certain unknown quantity of sole 
leather. How much sole leather de- 
pends upon the proportion of com- 
position soles used. The last service 
shoe awards, you will recall only too well, 
included 25% or 548,438 pairs with rub- 
her composition soling. Whether those 
in charge of procuring service shoes 
will continue to include composition soles 
in future purchases cannot be foretold. 
The answer would probably be ‘NO’ if 
each of those responsible would wear a 
pair of rubber soled shoes carrying full 
equipment on an all day, 20-mile hike. 
However, if we take the leather soled 
service shoes already ordered and add 
to them about 75% of anticipated fur- 
ther 1941 orders, we arrive at a probable 
leather sole demand for army shoes for 
the year as a whole of about 8 million 
pairs. These will require the equivalent 
of about 700,000 hides 9 iron and up, 
suitable for army use. 

“Other types of government footwear 
will probably require about 100,000 ad- 
ditional hides. All in all, therefore, 1941 
government shoe requirements as visu- 
alized now will probably require for 
soles and uppers about 1,800,000 hides. 

“Other types of cattle hide leathers 
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will also be needed—leather for harness, 
straps, and so on down through a list 
of more than 100 items. Detailed data 
on actual leather requirements for eacl: 
of these various items are not available. 
However, since what information we 
have indicates that shoe requirements 
make up about 90% of all the cattle 
hides required, it can be assumed that 
total 1941 government requirements in 
terms of present known plans will prob- 
ably this year amount to about two 
million cattlehides. 

“Other types of rawstock also are in- 
cluded in the general rearmament pro- 
gram. Briefly summarized, it is believed 





1,000,000 sheep and lambskins, including 
shearlings; 400,000 goat and kid skins 
and 350,000 equivalent horsehides. All 
these in addition to the cattlehides al- 
ready mentioned.” 

7 - * 


RED, white and blue in the win- 
dows. Red, white and blue in the 
store and on the street. A minor 
sensation was created in the Senate 
in Washington by Senator Bilbo, 
Democrat of Mississippi, who ap- 
peared in red, white and blue sport 
shoes. He starts a new Senatorial 
fashion. 


W. C. FIELDS wore the same pair 
of heel-less button shoes in “The 
Bank Dick” that he has worn in 
every one of his screen productions 
for the past ten years. 


“WE are selling lots of regular ox- 
fords to men in the Army nowadays, 
to wear after duty hours. Now with 
the government placing orders for 
two million pairs of regular oxfords. 
which I understand they are to issue 
to the soldiers, I am wondering if 
this present business we are enjoy- 
-ing will continue. Army boys’ feet 
are giving them a lot of trouble, due 
to the unaccustomed hiking, march- 
ing and foot work they are natu- 
tally getting in the course of their 
training. That’s why they have been 
buying a pair of their usual dress 
shoes. So I am trying to figure out 
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just how many more of these shoes 

we will sell to the boys,” is a prob- 

lem ing R. G. Brownhill, 

manager of the Young Speedy Shoe 
geles 





WE don’t know what to make of it! 
Walter H. Chubbuck of Kingston, 
N. H., viewed the dramatic flight 
of Rudolph Hess, Nazi leader, to 
Scotland with special significance. 
Mr. Chubbuck, a retired shoe execu- 
tive, served from 1927 to 1930 as 
general manager of the four M. and 
L. Hess shoe factories, operated by 
the Nazi deputy’s father in Ger- 
many. Seven league boots — or 
something! There’s no telling where 
a shoe man will end up. 


BILL BOYD, of Western pictures 
and “Hopalong Cassidy” fame, may 





soon blossom out as a bootmaker. 
Several months ago, during the film- 
ing of a motion picture scene, Boyd 
broke his ankle. When it was suff- 
ciently healed for him to work, he 
still had to be extremely careful in 
using it. As a result of the accident, 
he invented a “zipper boot” which 
protects the weak ankle and which 
is much easier to put on and take off 
than his former boots. The zipper 
is in the side of the boots. The leg 
is protected by an underlying flap, 
and the zipper is concealed by an 


overlying flap. The boot is water- 
tight and fits the leg as neatly as a 
glove. 

AN old Chinese proverb: “The 
sword is useless to the armless man. 
Knowledge without experience is 
like a pitcher with no water to pour 
out of it.” 
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"Perhaps you had better wait on somebody else until my wife decides which style | prefer.” 
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The Editor's 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


What Deserves To Live — Lives 


CUT out the side issues. You are in the business of 
selling merchandise. Never in our life can we remem- 
ber a time when there was more idle, useless chatter on 
issues that have nothing more important back of them 
than “worry-words.” The old saying that “shoes are 
half sold if bought right” is only a half truth now be- 
cause with a rising inventory, selling becomes the all 
important factor. Too many things detract the retail 
merchant from his true course. The way some business 
men have thrown themselves into the enjoyable job of 
buying makes one almost feel that duplication and 
pyramiding are going on somewhere along the line. 

After all, we made 400,000,000 pairs of shoes last 
year and there was no shortage of production facilities. 
We can make more than that this year, and will. In 
fact, there is no limit to production other than sales- 
manship of distribution. Shoes can be made but can 
they be sold? Not if side issues detour the man at the 
fitting stool from doing his right job. 

That which deserves to live—lives! But the man 
who is worrying about what tomorrow is going to do 
to his business and to him is dying a daily death and 
suffers accordingly. There are shoes to be sold! There 
are customers to be fitted! There is pain to be allevi- 
ated! There is a job for shoe men! 

We copied the following paragraph out of a book 
sometime ago—forgotten its author and its title but the 
words were so true to shoes and shoe men that we 
quote them as a parallel: 

“What was the life of men on earth anyhow, 
except a service, imperfect, never to be fin- 
ished, upheld nevertheless and justified by ex- 
pectation and preparation.” 

Yes, indeed, shoes are a service—imperfect, never to 
be completely satisfactory because human walk, human 
health, human lives are filled with imperfections that 
make themselves manifest in tired feet. 

Who is to say what shoe is best—except the wearer? 
Diversity of diet of footwear justifies the existence of 
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shoes, shoe stores and shoe men. 

We go philosophical because of the remark made by 
a shoe man to the effect: “When the world has no more 
use for you, it finds a way to get rid of you.” We said 
the same thing in a different way—that which deserves 
to live—lives. We hope it is a better approach to the 
subject in hand, which is: 

Men in high places can issue orders, instructions, 
regulations, limitations and all manner of restrictions 
and constrictions but shoes must go on! They are a 
positive necessity in this land of ours; and for that 
matter—in every other so-called civilized land. You 
know as well as I do, that to operate a store, pay your 
bills, etc., you’ve got to take in some money and it has 
got to be a little bit more than what you expend to your 
supply source, to the landlord, to the clerk, the janitor 
and the porter. None so dumb as to think otherwise 
except those beetle brows that babel about business and 
who never had to meet a payroll. 

There’s such a thing as having too many laws and 
too many regulations—even in war-time; Robinson- 
Patman law means absolutely little now; maybe Wool 
Labeling law is another one of those things put on 
paper and lost in the waste basket of the mind. You 
just can’t pyramid prohibitions on top of prohibitions 
and hope for the mind to carry them all. . . . Not 
until the day when war is actual and the gun is the 
final judge. 

But come what may—shoes will go on. They will be 
made in factories and sold in stores. That which 
deserves to live—lives! Sure we are in a world of 
calamity and confusion and chaos but we are also in a 
world of shoes and seasons. They are good to sell. If 
you do that job and do it well, you've done your 
part for today. The thing to remember is that all 
these external pressures leave their mark, that the 
important thing is to live the business life of a shoe 
man day by day. Sell for a little more than what you 
pay and give all that you can in service. 
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Call of the seashore, lure of the open road, Summer 
sunshine and the outdoor life, all spell opportunity 
fer alert shoe merchants to promote recreational 
and leisure footwear and earn extra profits 
through vacation season. This year more people 
have money to spend for Summer extras than in 
many seasons; retailers who are alive to the pro- 
motional and sales possibilities of sport, leisure 
and casual footwear, plus outdoor specialties of 
all sorts, should realize worth while profits from 
their efforts. Feature them in ads and windows. 




















Above—Cobina Wright, Jr. in a flower printed swim 
suit, perfect on any beach. Below—This same player 
wears a gold slack suit of raw silk for lounging in 
the California sun. Cobina’s next picture for 20th 
Century-Fox will be “The Duchess.” 


“WHEN the days get longer, the skirts get shorter,” Peggy 
McNaughton, fashion editor at 20th Century-Fox studio, ob- 
served while a series of pictures for Boot anp SHOE 
RECORDER were being taken. 

“Now consider these three 20th Century-Fox stars who 
are being photographed, Brenda Joyce, Cobina Wright, Jr. 
and Gene Tierney,” Miss McNaught continued. “They like 
something fresh and youthful in the early morning, some- 
thing like what Gene Tierney is wearing—a patio dress made 
of handblocked linen in cream and rose—or Cobina Wright, 
Jr.’s gold slack suit of raw silk. 

“Then a quick change for some tennis on one of these 
fine Summer mornings is easy. Just step into a one-piece 
comfortable linen suit, as shown on Brenda Joyce. For de- 
pendability nothing tops a tailored suit like Brenda’s, show- 
ing off the brown shoes and accessories to perfection. Navy 
kidskin gloves, bag and shoes complement the navy blue 
skirt which is topped by a scarlet covert cloth jacket, also 
worn by this same popular player.” 


That’s some of the background for Summer clothes: now 


PLAY SHOKS 


Gene Tierney, 20th Century-Fox 
player, in a bright play costume. The 
hat and bag of fabric and braided 
straw match the outfit. Her shoes are 
very open sandals with wedge heels. 


e 





it Makers ... 


ACK W. FOWLER, BUYER FOR THE INNES SHOE 
0., LOS ANGELES, DISCUSSES THE PLAY AND 
ASUAL SHOE OUTLOOK WITH BOOT AND SHOE 
RECORDER'S HARRY R. TERHUNE 
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for the shoe angle, as we see it at the Innes Shoe Co. 

Casual types of shoes are now past the novelty stage. They 
are settling into a groove where they are considered a neces- 
sity in every woman’s wardrobe. [TURN TO PAGE 47, PLEASE] 


by 20th Century-Fox player, Brenda 
Joyce, (above.) She is next to be seen . 








JUNE is the month of 

gradyates and brides— 
the month when folks in 
planning and preparing 
vacations — the month when 
the need for Summer foot- 
wear can no longer be ig- 
nored. It can be a BIG 
month for you. All that is 
necessary is to plan your sell- 
ing and then follow your plan! 


10 HOW long has it been 
since you have changed 
your window backgrounds? If 
you are still using the same 
old ones you installed last 
7 it is high time for a 
change. New backgrounds will 
give those windows a fresh, 
new appearence that will be 
reflected in your sales too. 


18 IS your reduction of 

stock proceeding satis- 
factorily? figures from 
the weekly check of stocks that 
you should make today will 
tell you. Careful attention to 
this now will mean far fewer 
shoes to sell at cost, or at a 
loss when it is time for your 
July Clearance Sale. 


YOU should now be fea- 

turing Summer footwear 
in your windows, with interest- 
ing talking display cards call- 
ing attention to graduation, 
and to footwear for brides. 
No doubt you changed all 
your displays yesterday. If not, 
do it today! Keep your win- 
dow displays new and inter- 
esting if you expect them to 
produce maximum results. 


11 The day for your weekly 

check of stocks. When 
you have finished and are 
looking over the figures, pay 
particular attention to women's 
hosiery. It is such an impor- 
tant line at this season of the 
year that you simply dare not 
have “outs” in the wanted col- 
ors and sizes. 


19 ARE you going to 

make any radical store 
changes for the Fall season? 
Any new fixtures or remodeling 
of windows or interior? If you 
are thinking about any of these 
things now is the time to come 
to a decision so that the work 
can be completed in plenty of 


time. 


97 TODAY'S ad should of 
course be another fea- 
ture of ar ce. footwear, = 
you mi a int out 

the long holiday week-end 
that's coming next week will 
provide plenty of occasions 
where new footwear will be 
needed. include men's and 
children's shoes in your ad as 


well as women's. 


4 THIS is the day you start 
off with a thorough check 
of your stock. It is an impor- 
tant job at this time for dur- 
ing June you must gradually 
reduce your stock of ev 
thing but the very sta 
styles, without doing anything 
that will affect sales. That 


calls for real merchandising. 


12 BEFORE long you will 
be planning your Fall 
selling and buying your Fall 
lines. Are you sure you had 
the RIGHT price lines this 
Spring? How did they com- 
pare with those your competi- 
tion offered? Should you add 
new price lines? Now is the 
time for careful study of this 
important subject. 


90 TODAY'S ad could very 
properly be built around 
the vacation footwear theme. 
Use good illustrations. If you 
cannot afford drawings of the 
actual shoes you have to sell, 
then go through your own 
mat service and that of your 
newspaper carefully for illus- 
— as nearly right as pos- 
sible. 


98 IF you have some good 
specials to put in the 
windows today it will help 
bring the shoppers inside. And 
once they are in have plenty 
of table and counter displays 
with price cards to suggest 
purchases they might er- 
wise overlook. Feature hosiery 
particularly for it should be 
BIG today. 
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5 HAVE you ever consid- 
ered the use of the lay- 
away plan for selling foot- 
wear? It has been done, = 


wages are in the lower brack- 
ets, and it enables you to sell 
higher priced shoes and thus 
increase your average sale. 
Why not look into it? 


IF you have any odds 

and ends lose-outs 
put them in the window today 
at real reductions with a card 
reading “Friday The 13th Is 
Your Lucky Day If You Can 
Wear These i Priced 
Shoes! They're Bargains!" How 
about an ad in today's paper 
on children's shoes for vaca- 
tion wear? 


91 BE sure all salespeople 

are thoroughly familiar 
with the ad on vacation foot- 
wear which you ran yesterday. 
Tell them to talk vacation 
footwear to every customer 
and to suggest the wisdom of 
buying an extra pair of shoes 
to take on the vacation trip 
or for every day wear at home. 


30 THE coming July 4th 
holiday is of course the 
theme for this week's windows 
and it should be easy for you 
to build some really unusual 
displays around this theme. A 
big July calendgr in the back- 
ground with the long week-end 
circled in red would be very 
effective. 


1 4 TELL all salespeople to 

be sure and mention 
women's silk hose to every 
customer . Make a spe- 
cial price on of 3 pair 
for the day and see if it does 
not help sales. If you ad- 
vertised children's shoes for 
today be sure and have an in- 
expensive give-away for all 


children who buy. 


93 PLAY up vacation foot- 
wear in all your win- 
dow displays for this week. A 
few “properties” such as golf 
clubs, tennis rackets, etc., will 
add a lot of atmosphere to 
the display. Much depends on 
your display cards too. Make 
them real SELLING cards with 
@ message on each one that 
will get attention. 


YOU should be selling 


a 


8 
¢- 


1 6 WHEN you change your 

window displays for the 
week today, why not put in a 
real feature window on men's 
summerweight shoes, placing 
all the emphasis on the price 
line in which you are strongest? 
With a little thought you can 
devise an unusual display that 
will bring a lot of men in. 


94 IF you did not send out 
a mailing on vacation 
footwear last week there is 
still time to get results if you 
send one out today. Why not 
use a good strong mailing 
card, if you do not want to 
use a letter or folder? Make 
your story brief and put a 
selling punch in it. 


and this should be considered 
when you cre changing your 
windows today. Continue your 


features on graduation foot- 
wear and shoes for the bride. 


17 AT this season of the 
year your mailing list 
does not get the use it did 
earlier in the Spring but this 
is a good time to send out a 
strong letter or folder on Vo- 
cation Footwear. Many vace- 
tions begin the end of this 
month and such o mailing 
would be very timely. 


9 TODAY'S stock check 

should find you with 
stocks quite clean of all but 
staple numbers. If you have 
been checking each week and 
then placing selling emphasis 
on the numbers that needed 
it you'll probably realize now 
that you've done a good job 
of stock reduction and saved 
a lot of gross profit. 





MEN’S WINDOWS FOCUS 


THERE’S more selling sense in men’s shoe windows 
than ever this Summer. Even the one-time “conserva- 
tives,” whose windows used to show row on row of 
shoes in lifeless monotony, season after season, reflect 
very definitely the growing use of well-planned selling 
ideas in their displays. Whether the new window liveli- 
ness is the cause or the result of men’s increasing in- 
terest in owning real shoe wardrobes, it looks like a 
good thing for both the man who sells them and the man 
who wears them. If, by any chance, merchants in your 
community aren't doing a real hot promotion job on 
men’s shoes, why not get together in one more coopera- 
tive effort? With every store uniting to show men shoes 
in more interesting, informative and use-suggesting win- 
dow displays, the desire to own more shoes, and a 
greater variety of shoes, is bound to follow. 

A look-around reveals many ideas adaptable to stores 
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of almost any size. French, Shriner and Urner use round 
panels of about 30-in. diameter with clock hands painted 
on over a Summer sketch about 18 inches across, leav- 
ing space for nine shoes around the edge, with the 
lettering “Time to Change to Casuals with Flexible 
Soles.” At the quarters are markers of a group of ice 
cubes with the words “cool casuals” painted over them. 
London Character Shoes offer “Air cooled shoes that 
let your feet travel the air-cooled way,” with a whirring 
propeller as the main feature of the setting. John Ward 
places a real golf bag against a panel of stitched leather, 
with a round inset of natural wood bearing the message, 
“Play’s the thing. . . . Take it easy. Get out and play. 
Here are shoes for golfers, week-enders, suburban 

squires, and all enthusiastic relaxers.” 
Nunn-Bush uses a turntable with a wire screen set 
[TURN TO PAGE 47, PLEASE] 
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“STEP OUT SMARTLY in tobacco 
browns” was the message of the at- 
tractive window display by Weber & 
Heilbroner shown on the opposite 
page, which also featured casual 
combinations in brown and white. 


FEATURING SUN TAN BUCK as “the 
new cream shade that goes with all 


shoes presented 
these interesting warm weather styles. 


“MARCH FORWARD with Douglas 
White and Sport Shoes in the Sum- 
mer Parade” was the caption of the 
clever and colorful Douglas window 
shown at left. lt emphasizes the time- 
ly patriotic motif, and sport sketches 
suggest use of the shoes. 


ON SUMMER 


HOT WEATHER ARRIVES AHEAD OF 
TIME IN NEW YORK, AND WITH 
MERCURY SOARING AROUND THE 
NINETY MARK IN MAY, SHOE STORES 
SENSE AN EXTRAORDINARY OPPOR- 
TUNITY TO GET AWAY TO AN EARLY 
START ON SUMMER FOOTWEAR. 


“FOLLOW THE SUN," R. H. Macy & 
Co. advises New York men in this 
simple but effective showing of Sack- 
ville shoes for Summer. Sun dial and 
suspended planets carry out the cap- 
tion idea and make novel display. 
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News Keel.., 


LATEST addition to the growing alpha- 
betical adjuncts of the Federal bureauc- 
racy, is the OCD. To be headed by New 
York’s colorful and irrepressible Fiorello 
LaGuardia, the new Office of Civilian De- 
fense will reach a long government arm 
into the hinterlands, affecting living hab- 
its more profoundly than did the ill- 
fated NRA. 

The sprawling defense machinery in 
Washington already has gone into the 
civilian field in a superficial way through 
the division of state and local coopera- 
tion under Frank Bane. The OCD will 
swallow up the Bane agency, give civil- 
jans a chance to do their bit, and organ- 
ize local groups so thoroughly that among 
other things they could become virtual 
watchdogs of retail prices, reporting any 
fluctuations to Price Czar Leon Hender- 
son, head of OPACS. 

Excerpt from the Executive Order cre- 
ating OCD, shows typical power con- 
ferred on the new agency: 

“Keep informed of problems which 
arise from the impact of the industrial 
and military defense effort upon local 
communities, and take necessary steps 
to secure the cooperation of appropriate 
Federal departments and agencies in 
dealing with such problems and in meet- 
ing the emergency needs of such commu- 
nities.” 

* * . 

The action of Harriet Elliot, head of 
OPACS’s consumer division and former 
consumer commissioner of the out-moded 
National Defense Advisory Commission, 
made little headway with consumer 
groups when she recently attacked the 
Miller-Tydings resale price maintenance 
law as an instrument for raising prices. 
Because of the growing interest in de- 
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fense developments and the increasingly 
large number of consumer groups which 
have been keeping their ears te the 
ground on defense news, there was ap- 
prehension among resale price mainte- 
nance advocates lest “Aunt Het,” as she 
is affectionately called, would stimulate 
consumer interest, thereby stirring Con- 
gressional representatives to take action 
against the resale price maintenance 
statute. 

But no such reaction has been detected 
in the halls of Congress. A survey among 
Congressional members uncovers no evi- 
dence that Miss Elliott’s efforts have had 
any such effect on Congress. A few let- 
ters from constituents have urged repeal 
action but they are said to be so few in 
number as to reflect insufficient repeal 
sentiment to stir Congress into action. 

Indeed, Representative Hampton P. 
Fulmer, Democrat of South Carolina, has 
abandoned all hope for House consider- 
ation of his bill to repeal the Federal 
resale price law. The Congressman 
frankly told Boot ano SHoe REcoRDER 
that the attitude of the House Judiciary 
Committee precludes the possibility of 
any action on his measure. 


Heads OPM Leather Unit 





MAJOR J. W. BYRON 


Major J. W. Byron now heads the 
Leather Section of the Office of Produc- 
tion Management. Major Byron was 

acceptance of the 
# H. M. McAdoo, First 
Chief of the Leather Unit, who served 
with the defense agency from its incep- 
tion and finally found it necessary to 
— his resignation for reasons of 


Major Byron, the new head of the 
Leather Section, has had a long associa- 
tion with the leather industry and is fa- 
miliar to all members of the shoe and 
leather trades. As an officer of W. D. 
Byron & Sons, tanners, of Williamsport, 
Maryland, he has long been active in 
the affairs of the Tanners’ Council. It 
is of more than passing interest that 
Maior Byron’s father, the late Colonel 
J. W. Byron. played an important part 
in the organization and procurement of 
leather supply during the last war. 





Indicative of the fields, to be covered 
by the expanding OPACS, the govern- 
mental price agency has established a 
textile and apparel section. Named to 
head the section is Paul O’Leary, pro- 
fessor of economics at Cornell University 
and former economist with the Tem- 
porary National Economic Committee. 
Mr. O’Leary’s official title will be price 
executive. 

Designated associate price executive 
of the same section is James P. Davis, 
former member of the Prison Industries 
Reorganization Board and erstwhile chief 
of the textile, distribution and public 
agencies units of the old NRA research 
and planning division. 


DESPITE its mechanized units, the army 
still, for the most part, travels on its feet. 
This means wear and tear on the men’s 
shoes and when the army is on the move 
these shoes must be repaired and so the 
army is setting up its shoe repairers and 
shop in trailers, which will roll about on 
rubber tires, while the army is in the 
field. 

The new plan calls for the hiring of 
civilian shoe repairers to instruct the 
enlisted men in the art of shoe repairing. 

With these men as a nucleus, mobile 
shoe repair companies will be organized 
to follow the troops about in the field. 
This mobile shoe repair company will 
consist of a company headquarters and 
three platoons. Each platoon will consist 
of four sections and each section is ex- 
pected to be able to repair 200 pairs of 
shoes in an 8-hour day, this being enough 
to meet the normal shoe repair require- 
ments of 12,000 soldiers. 

The section is the basic operating unit 
of a shoe repair company. Should it be 
attached to some other army unit, which 
can move it and feed it, it can operate 
independently of the platoon or company. 
The section consists of a sergeant*fore- 
man, six jackmen, two finishers, one 
stitcher and two privates who handle the 
clerical work. 

The repair trailer takes care of the 
equipment required by the section, in- 
cluding the two tents. The trailer being 
very maneuverable, is easily towed along 
by a tractor, over every type of road. 
Rest areas are always sought out where 
the repair work is acted upon. 

During actual operation, two large 
tents are set up, one at each end of the 
trailer, serving as the receiving and ship- 
ping sections of the shoe repair unit. 
The shoes that are to be repaired are 
placed into bags and sorted for: repair- 
ability on an inspection table. Should 
the shoes be too far gone to be repaired 
economically, they are stored for future 
shipment to a salvage depot and the re- 
pairable shoes are placed in special 
racks holding nine pairs and sent to the 
repair section as needed. 

[Turn to Pace 63, Piease] 
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Brack Kip SmLHOUETTES 




















.. Aue he Charm Shover foe Fall’ 


Lovely woman will leah fer clanple-Mned blach pumps 
and straps to wear with soft little town suits... 
with their peplum and tiered afternoon dresses 
... with their eafe dining gowns . . . They will choose 
black kidskin shoes to complete their black head-to- 


foot silhouette, new note in sophisticated dressing. 


QUAKER CITY BLACK SILKID 
QUAKER CITY BLACK GLAZED KID 


QUAKER CITY DIVISION 


cMied Kid 


519 West Huntingdon Street, - - iladelphia, Pa. 
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GENERAL CHAIRMAN of the Midwest Shoe Fair committee 
for 1941 is E. (Gene) Held of the Mabley & Carew Company, 
Cincinnati, Ohio. 

Mr. Held started in the shoe business in Cincinnati over 25 
years ago as a stock boy. Since that time he has been connected 
with only three different firms, but has had all the retail experi- 
ence from selling shoes from a stool to managing a department. 
He has been in his present position of buyer and merchandiser 
for men’s, women’s and children’s shoes at Mableys for almost 
ten years. 

Mr. Held is a very thorough and serious shoe man. He has 
based all of his work on the theory that a complete knowledge 
of present and future stock conditions is imperative. He also 
watches the movement of every style of shoe from the moment 
it enters the store until it is out. In addition to this, much of 
his time is spent in the training of salespeople. Weekly meet- 
ings keep them well informed about fashion and color. They 
are familiarized with all style trends and “sold” on the new 
types of shoes before they are expected to present them to 
customers. [TURN TO PAGE 63, PLEASE] E. (GENE) HELD 


Nhoemanship To SHOWMANSHIP 


SUCCESS ACHIEVED BY MIDWEST SHOE FAIR SEASON AFTER 
SEASON CAN BE ATTRIBUTED TO EFFORTS OF ABLE COM- 
MITTEES AND CHAIRMEN 


THE high light of the Midwest Shoe Fair since its inception 
six years ago has always been the beautiful and glamorous 
style show presented in conjunction with the banquet. 

This show and its marvelous reputation has always been the 
responsibility and interest of W. E. Newbold. Originator 
of the first Midwest Shoe Fair style show, Bill has continued to 
work on the committee in charge of this fashion event each year 
and each year has managed to make it increasingly beautiful. 

The style show for 1941 will undoubtedly be one of the most 
unusual events of its kind presented any place during the cur- 
rent year. Mr. Newbold, as style show chairman, is building 
the entire showing in an entirely new setting and with a grace- 
ful and charming new background. 

To put on a show of this type not only entails a great deal 
of work but a definite ability along the line of dramatic pro- 
duction. To know that Bill Newbold is the man to handle this 
affair one has only to walk into his attractive and busy store— 
the Newbold Bootery, Cincinnati, Ohio. He has always con- 
tended that to be a good shoe man one must be a good show- 
man. That this theory is correct has been proven each season 
since the Bootery was opened in 1931. Featuring the best shoes 

WILLIAM E. NEWBOLD that money can buy, dramatically [TURN TO PAGE 63, PLEASE] 
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Welcome 


to the 


and to the 
creat Mid-West 





Shoe Fair 


HE executivés and sales representatives of The United States 

Shoe Corporation extend a warm and hearty welcome to you to 
visit this great fair in Cincinnati—the home of Red Cross Shoes. 
We hope to be able to thank personally many of the fine Red Cross 
Shoe merchants who have helped make Red Cross Shoes America’s 
unchallenged shoe value at $6.50. 


Visit the Red Cross Shoe Exhibit, Room 722, Hotel Netherland 
Plaza. See the new fall styles, new advertising plans. 


UNITED STATES SHOE CORPORATION =+ CINCINNATI, OHIO 
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FITTING RIGHT IS MERCHANDISING MIGHT 


Prove to yourself that the easiest sales are 
made with shoes that fit the best . . . let DREW 
SHOES make every effort at the fitting stool a 
profitable venture . . . let their tailored refine- 
ments, youthful styling and superlative comfort- 
giving qualities keep your customers happy .. . 
yes, let DREW SHOES stop your fitting wor- 
ries, step-up your mark-up, and win a better and 
more loyal clientele for your store. 


On Display 

Mid-west Shoe Fair, Cincinnati, Ohio. _Netherlands-Plaza Hotel 
Central States Shoe Fair, Chicago, Illinois Morrison Hotel 
Boston Shoe Fait, Boston, Mass. Parker House 























Photographic illustration showing how a 
DREW LAST is made convex at the heel 
to provide a cupped heel seat, convexed 
at the forepart of the arch to make room 
for the metatarsal pad, and concave just 
forward of the oscalcis to help keep the 
foot in a balanced position. 






















THE STELLA 
Number 7142 


Black Suede, Patent Trim, 176 Last, 
15/8 Cuban Heel, IN STOCK 
AUGUST IST ..... $4.45 
Number 7143, same as 7/42 only 
Brown Suede, Brown Calf Trim, IN 
STOCK AUGUST IST .... $4.45 











THE ROMONA 

















Number 725! 
Number 7318 Black Satin Mat Kid, Patent Trim, 
Black Suede, Patent and Braid Trim, 97 Last, 15/8 Cuban Heel, IN 
9 Last, 16/8 Cuban Heel, IN STOCK NOW, AAAAA to D, 4 
STOCK AUGUST IST $4.45 We <ces $4.35 








ARCH REST AND FOOT FRIEND SHOES TO RETAIL AT $6.85 and $7.85. 
DR. HISS SHOES TO RETAIL AT $8.75. 


THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 
New York: 746 Marbridge Bldg. 
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JANIS— 1376— White 
kid elasticized; 19/8 
heel; AAAA to B to 9. 


TUDOR — 1427— White 
suede, tan calf trim; 17/8 
heel; AAAA to C to 10. 


DEVONETTE—1822—White suede, 
elasticized throat; tan calf trim; 18/8 
heel; AAAA to B to 10. 
1981 — Same, blue trim. 
1982— Same, black trim. 


VASSAR 

1813— White 

unlined calf; per- 

forated through vamp; 

1334/8 heel; AAAA to C to 10. 


FOR WHITE AND FALL SHOES 


Visit Rooms 718 and 720 Netherland Plaza 
CINCINNATI, OHIO 
MIDWEST SHOE CONVENTION 


Keep Out of the RED with 
FOOT REST WHITES 


These are just a few of our 25 white shoes IN 
STOCK! Many materials and styles; all of them 
patterns that have had a splendid sale on make- 
up orders, and are moving fast from stock. These 
are known sellers in a nationally known line of 


very fine footwear that is perfect for profit. In fact 


THIS SHOE HAS EVERYTHING! 


* NATIONAL 
ADVERTISING IN 
Vogue + McCall's 














* Veriflexible Construction * Four-Spot Comfort 

* Cincinnati Quality *Smartest Styles 

* Seventy Stock Shoes * Markup 40% to 44% 

* Specialization One Brand * Welts and Littleways 
* Quick Turnover 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 


’ " 
oA K Rs 
, va 
aot), AY 


White suede; tan calf 

trim and heel; 1334/8 Cu- 2 es 

ban heel; AAAA to B to 9. Sightly Higher Denver Wes 
1423— Same in all white suede. 


TUCSON —1917 \ ‘ $6°° pe *6” 
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THE Sixth Annual Midwest Shoe Fair, sponsored by 


the Ohio Shoe Retailers Association and staged by Cin- 


cinnati’s leading shoemen, will afford visiting retailers 
opportunity to view the new Fall lines of America’s top- 
flight manufacturers. At this event, through the selec- 
tive eyes of the shoe buyer, the consuming public of 
America will get a full-fledged opportunity to examine 
the industry’s smartest creations. Though the factor of 
price may hold the spotlight for the moment, astute 
buyers will not overlook the importance of style in plac- 
ing Fall orders. So see Autumn fashion’s first horizon at 


the Midwest Shoe Fair with its glamorous style show. 





























FOR ANY PURPOSE 


a 


SHOES IN THE WORLD” 


=~, 


In Attendance 

Larry Minor 
John P, Lucas 
Henry Nieman 


WINFORD 


ARCHLOCK and ARCH-RELIEF 


Manufactured by 


THE WALKER T. DICKERSON CO. 
| COLUMBUS, OHIO 
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NOW IS THE TIME TO BROADEN YOUR BASE 
OF OPERATION 















Miller Health Shoes are your defense 
against lost sales, your assurance of 
extra profits from an extra fitting stool 
service. 








Te straitjacket of price-groove merchandising appears 
doomed. To be sure, there is much uncertainty regarding price 
and some confusion over what the future holds. 











But amid this confusion there is one important factor in suc- 
cessful shoe retailing which remains definite, secure, and unchang- 
ing. It is the factor of personalized orthopedic fitting; it is the 
factor that circumvents price, for it involves foot happiness, 

walking comfort, and health. It is the priceless asset in retailing, 
14/8 wood Kantscuff Heel provided a dealer possesses a thorough knowledge of orthopedics 
Saas Sapeaae p. and, at the same time, has the right shoes at the fitting stool. Yes, 
sir, personalized orthopedic fitting is the very backbone of sound 
shoe retailing. 





















£2207 —- Harmony last — 
Irvington tie Black Suede 
with Krinkle Kid Trim— 












So, if you know feet, you today can and should round out 
your retail operation by adding Miller Health Shoes—built over 
scientifically developed lasts. These marvelous shoes broaden and 
strengthen the entire base of retailing. Now above all times is 
the time to broaden the base of your operation. If you are inter- 
ested in further pursuing this thought, just drop us a line. 














ON DISPLAY 
















£2262 — Drestred last — CINCINNATI, June 8, 9, 10 BOSTON, June 2, 3, 4,5 
riage tie Black Suede 

with Celfskin Trim 14/8 Netherland Plaza Hotel Parker House 
kA R. D. Richards, F. |. Weber, A. E. Klinkicht W. R. Gray 







NEW YORK OFFICE WEST COAST WHOLESALE DEPT. CHICAGO OFFICE 
754 Marbridge Bldg. 690 S. Bennie Brae, 1208 Republic Bidg. 
Les Angeles, Cal. 
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Milley Hoth Siiues 


THE MILLER SHOE COMPANY . . . COOK and ALFRED STS. . . . CINCINNATI, OHIO 
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IN a setting of luxurious beauty, the 1941 Style Show 








and Banquet holds out a pleasant surprise for all who 
will have the good fortune to attend. The Style Show 
committee has carefully guarded against advance show- 
ing of the setting, the costume details, and lighting 
effects, all of which are designed to glorify the excep- 
tional beauty of the selected group of professional 
mannequins. In holding back these details Style Show- 


man, W. E. .Newbold, knows that the elements of sus- 





pense and surprise are essential in staging such an 
extravaganza. However, many shoemen who have at- 
tended these events on previous occasions will remember 
the crystal brilliance of the Hall of Mirrors of the 


Netherland-Plaza Hotel and readily visualize the possi- 


eA ’ 
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bilities for staging a performance of the Ziegfeld variety. 
But despite the beauty and glamour with which you will 


be surrounded if you attend, this year’s Show will be 


xf 
“ 


a practical shoe style show, one in which you will actu- 
ally see each and every pattern at close range. For gone 
is the conventional runway and in its place will be eye- 
level platforms, arranged in a large oval, to which each 
model will ascend during the showings. The spirit of 
the times will not be missing, for the military motif has 
been woven into the general scheme of pageantry and 


feminine pulchritude to add color to the occasion. 
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But this is not all, for interspersed in the panorama 


of style at intervals you will be entertained by vaudeville 


artists, persons from radio and night club performances, 
supported by the music of Burt Farber’s Netherland- 
Plaza orchestra. Following the banquet and style show, 
the committee has arranged to top off the brilliant 


evening’s program with dancing at the Pavilion Caprice. 


The 1941 Midwest Shoe Fair Style Show 
Committee Is Headed by 


W. E. Newbold, Newbold's Bootery, Cincinnati. Mr. 
Newbold is also president of the Ohio Shoe Retailers 
Association. Other committee members include: Ed- 
ward S. Horwitz, of Charles Meis Shoe Mfg. Company; 
Henry Momper, of H. & S. Pogue Company; Joseph S. 
Stern, United States Shoe Corp.; Robert Nunn, Potter 
Shoe Company; Frank X. O'Brien, Krippendorf-Dittman 
Shoe Company. They promise an outstanding Show. 








785 W73..."Baby Doll” Bow 
Pump of Antique Tan Kip... 
13/8 breasted cuban heel... 
AAA to B 

887W73..Same in Black Suede. 


807 W78.. Elasticized, per- 
forated Black Suede with 
Faille ...21/8 china heel 
...AAA to B .. $2.00 


705 F71.. Antique Tan elasti- 


847 F68...Black elasticized Suede with cized “Softee Calf”... 21/8 
faille ... 17/8 Continental heel... AAA é cuban heel, AAA to B. $2.50 
EE Sire a Soe cee F . : 805 F71...Same in Black 


817F68...Same with 21/8 china heel. - q “Softee Calf.” 
747F68 ...Sathe in Brown, with 17/8 rs 885 71..Same in Black with 
continental heel. | / 
contin ae, pee . 14/8 cuban heel. 
iF with 21, Deets i 785 F71...Same in Antique 


Tan 766 F03 .. .““Mudguard Tie” of Brown 

Calf (looks like alligator), rounded 
heavy sole...14/8 heavy cuban heel 
.--AAA to B . - + $2.50 
866 F 03. .Same in Black. 


877 W76...Slip-in pump of Black elasticized 
Suede with faille lacing ...17/8 continental 
heel...AAAtoB . Na we 3» eee 
807 W 76... Same with 21/8 china heel, 
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MORE EXCITING... MORE BEAUTIFUL 
MORE OUTSTANDING FOR FALL THAN | 
EVER BEFORE... AGAIN FEATURING ba Jf 


Y/ 


Be In 
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Style sells and style attracts... but style is only one of 


the reasons for the tremendous dealer and customer 
demand for PARIS FASHION SHOES! They have 
the quality, fit and workmanship usually seen only 
in higher-priced lines. Yes ... PARIS FASHION 
SHOES give you every selling advantage ...a line 
designed for volume, profitable, customer-building 
selling! See PARIS FASHION SHOES before you 
buy for fall. 


WOHL SHOE COMPANY 


Saint Louis 


705 F71.. Antique Tan elasti- 
cized “Softee Calf”...21/8 
cuban heel, AAA to B. $2.50 
805 F71...Same in Black 
“Softee Calf.” 


@ Complete 

Lines Shown at 

All Conventions: 

Chicago, Iil., Morrison 

Hotel, Rooms 630, 632 and 634 

Boston, Mass., Parker House, Rooms 305 and 307 

Seattle, Wash., Olympic Hotel, Rooms 354 and 356 
Cincinnati, Ohie, Netherland Piaza Hotel, Rooms 602 and 608 
Des Moines, lowa, Chamberiain Hotel, Parlors A, B and C *Reg. U. S. Pat. Off. 
Pittsburgh, Pa., Penn Hotel, Reom 542 

Syracuse, N. Y., Hotel Onondaga, Rooms 634 and 636 
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shite ” Dolte md Heel Gri pppet Shoes 


ALL WITH BUILT IN FLEXOR CUSHION 


PATENT PENDING 





$4-00- 


TO RETAIL AT 
WRITE FOR IN STOCK FOLDER 





$5.00 


BEAUTIFUL STYLES YET WALKING COMFORT 


CWtman Bros. thoe My. Co 


EVERY PAIR A SEWED SHOE MADE IN CINCINNAT zed 





Treat your customers to the superlative 
comfort of Air-Kushin Shoes — famous 
for perfect fit. Cork insole construction 
creates flexibility and comfort. 


SEE THEM AT THE 
NETHERLAND PLAZA 
ROOMS 
924-925 
MIDWEST SHOE FAIR 
AIR-KUSHIN SHOES by Longini 
CINCINNATI, OHIO 





\ey 


BE WISE ... see this season’s smartest 
low heel style shoes for women and grow- 
ing girls—$4 and $5 retailers. 

ROOM 1201 


Netherland Plaza 
MIDWEST SHOE FAIR 


THE SCHAWE-GERWIN CO. | 




















CINCINNATI OHIO 











We Salute 


the shoe men of the Ohio district for 
their splendid work in staging the 
Midwest Shoe Fair. 


Reliable pattern service season after season 
since 1914 


PREMIER PATTERN CO., INC. 
229 E. 6th St. CINCINNATL 0. 

















5 
Perfectly fitted heéls, carefully covered 
and finished—that's the part we play 
in the shoe business. If you buy Ohio 


made shoes you'll very likely get our 
heels. 


DELANEY WOOD HEEL COMPANY 
4015 Cherry St. CINCINNATI. << 











| 
| 
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“OAKIE DOAK" 


welcomes 
you to the 


Midwest Shoe Fair 
“Oakie Doak” is the spirit 
of American Oak. He is 
the symbol of nearly sixty 
years of constant effort to 
perfect the art of tanning 
sole leather. 


This effort, backed by 

scientific research plus 

more than sixty years of 

practical experience, has 
resulted in the finest sole leathers money can buy. 
All AM0O-TAN sole leathers are superior, but those 
bearing the ROCK OAK brand are outstanding. That's 
because only the choicest cuts from each AMO-TAN 
bend are given this brand. 


That's why ROCK OAK soles on a pair of shoes are 
an absolute guarantee of customer satisfaction. 


THE AMERICAN OAK LEATHER CO. 


CINCINNATI CHICAGO ST. LOUIS BOSTON 
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MOMENTUM © 


GreATER and GREATER 


grows the Red Goose trademark in 
the preference of the consuming 
public, as the “All Leather in Vital 
Parts’ campaign gains momentum. 


REE CA 


With pride we point to the ever 
increasing number of the nation’s 
retail leaders who feature Red Goose 
Shoes for boys and girls of all ages. 


lf you are not familiar with the 

splendid Red Goose and Friedman- 

Shelby set up, embédying as it does HOLL AN D ‘s| 
an unparalleled line of merchandise, 

backed by a sensational direct-to- ff 

the-consumer advertising campaign. 


‘ ; | | 
write today for particulars! Py cm ise 
| Z 


See the complete line of Friedman-Shelby Shoes / Vd / 
| on display at the Midwest Shoe Fair, Nether- |+ / 
lands Plaza Hotel, Cincinnati--June 8, 9 & 10 / 


| 
| 


International Shoe Co. 
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HERE’S A 


TRIPLE 
TONIC 


For Next 


Season's 
Shoe Selling! 





Let the Rhythm Step Men Give You the Style and 






















Promotion News for Bigger Fall and Winter Profits! 


The 3-step test—triple support that’s weightless— 
combine with beautiful, light Rhythm Step styles 
to bring you the kind of business other dealers will 
envy! 

A triple, PLUS feature no other shoe has— 
weightless Rhythm Treads—are being promoted in 
a big, nation-wide STYLE way to give you more of 
this valuable business than ever! 


Now—get the low-down on fast-stepping fall and 
winter promotions — with keyed local advertising 
and selling helps. From the Rhythm Step man— 
who’s on his way to you now with the coming sea- 
son’s “hit” numbers. 


RHYTHM STEP SHOES 


JOHNSON, STEPHENS & SHINKLE SHOE CO., ST. LOUIS, MO. 
New York Office: 616-620 Marbridge Bldg., New York City 
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These Johnson, Stephens 
& Shinkle Representa- 
tives will greet you at 
the coming 
MID WEST SHOE FAIR 
in Cincinnati: 
E. M. Banks 


Gene Purvis 
J. M. McCain 


Netherland Plaza Hotel 


Most 75 
Styles 2 este 


Slightly Higher West 
of the Rockies. 
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The number of outstanding 

GAC Sole Stitching Machines 

‘ —Model C reached an all-time 

high in March and April of this 

year with a resultant record- 

breaking production for these 
same months. 


Underlying these figures is a 
basic reason in the fact that 
more manufacturers than ever 
before are finding it advanta- 
geous to solve a variety of 
sole-attaching problems by 
the use of this machine and 
its lockstitch seam. 


WAC SOLE STITCHING 
MACHINE—MODEL C 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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List OF Exhibitors... 


NETHERLAND PLAZA HOTEL 


ee adedie Shoes, Marion Shoe Division 
Pra seg nh Division Brown Shoe Co. 


Air-Tred Shoes, Inc. 921 
Altman Brothers Shoe Mfg. Company. 712-714 
American Shoemaking 917 
Arch Preserver Division, Selby Shoe Co... .620 
The Athletic Shoe Compa 

B-W Footwear Company, Inc. ........... 


Braver Brothers Shoe Company 
1424-1428-1430 

William Brooks Shoe Company... 1111-1115 

David Brown Shoe Company 

Brown Shoe Company.. 

Buster Brown Shoes, 
Division Brown Shoe Co. 

California Shoe Company 

Shoes 


934 
93 1-933-935-937-939 


pany 

Conformal Footwear Co. Div. International 
Shoe Company 

W. B. Coon Company 
Cosmos Footwear Corp. ............... 1024 
Credit Clearing House 
Crosby Square Shoes 
Craddock-Terry Comp 
Crystal Fixture Company 
Curtis-Stephenx-Embry Company 
Daly Brothers Shoe Company, Inc....... 
Debutante Footwear, Inc. 
De Liso Debs 
Devine & Yungel Shoe Mfg. Co. ......... 806 
Diamond Company 
Walker T. Dickerson Company 
Ww. Ll. las Shoe Company 
Dixon- Company 
The Irving Drew Corp. ................. 618 
Dunn & McCarthy 
Charles A. Eaton Company 





Faleck & Lamkay, Inc. ............ 
aly na | Shoe Co 
Fern Shoe Company 

Florsheim Shoe Company 
Forest Park Shoe Company 
Freeman Shoe Corporation 
Friedman-Shelby Shoe Company Division 

International Shoe Company 
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J. Heilbrunn & Sons 
Hermal Shoe Corporation ...... 

Heywood Boot & Shoe Company ....... 
Highland Shoe Company, Inc. ......... 1028 
Holland Racine Shoe Company 


International Shoe Compa 
604-1001 -1002- 5 1003- 1004-1030-1042- 
1134-1214 Enquirer een Rm. 714 


Johansen Brothers’ Shoe Co....... . 1501-1502 
pe & Shinkle 1235-1237 

SE in ons 3a} eae As aps clic tana 1402 
The Julian & Kokenge Company 


708 
816-818-823-827 
1216-1218 
. 930-942 


Keith, Keith & McCain .... 
George E. Keith Company ....... 
Keystone Slipper Company .. 
Knight Slipper Mfg. Corp. . 

Knipe ers 

Knomark Mfg. Company 

W. L. Kreider's Sons Mfg. Co., Inc 
Krippendorf Dittmann Company 
SCAN TDS so 0 vc ciica cece cteees 1441 
Le Marquise Slipper Company, Inc. ...... 
Laird, Schober Company .............. 
ST I Sere ere ree 1236 
Leverenz Shoe Com 

Life Stride Shoes, Div. Milius Shoe Co. 

Little Welt Shoe Company, 

Div. General Shoe Corp. ........ 1107-1109 
Lockwedge Shoe Corporation 
Longini Shoe Mfg. Company ........ 

Lown Shoe Company 

Mackey Starr, Inc. ... 
Manning Gibbs Shoe Company. . 
Marion Shoe Division, 

Daly Bros. Shoe Co., Inc. ........... 
The L. V. Marks & Sons Company......... 
Marshall-Meadows and Stewart, Inc..... 

The Charles Meis Shoe Company 

The Charles Meis Shoe Mfg. Company. . 

J. G. Menihan Shoe Company . 

Mendle Printing Company, Box Wrep Div..820 
Metropolitan Shoemakers, Inc...... 1410-1412 
Frank C. Meyer Company 

Middletown Footwear, Inc. .... 


1011-1015 
1140 


Company 
Miller Shoe Company 
|. Miller and Sons, Inc. 
P. W. Minor & Son, Inc. .......... 


D. Myers & Sons, Inc. .................- 622 
Natural Bridge Shoemokers . 
Nunn-Bush Shoe Company 
Orthopedic Shoe Company 
Paradise Shoes 
Paragon Slipper Company 
Paramount Mfg. Company 
Pennant Shoe Company ............ ; 
Physical Culture Shoe Company 
Div. Selby Shoe Co. ............ 
Pied Piper Shoe Company . 
Phi-Mode Shoe Company 
Rao Footwear Corporation 
Racine Shoes . 
Red Cross Shoes ............. 
E. P. Reed & Company ~ 
Reuben Gordon Shoe Conga A Inc. 
Rhythm Step ...... tar 
Rice O'Neill Shoe Company 
Richland Davidson Shoe Company... 
Roberts, Johnson, and Rand 
Enquirer Mee. Rm. 714 
Rosenthal & Doucette 719 
Roth-Rauh & Heckel, Inc. ... 
Salvage & Malloy Shoe Re. 
Samuels Shee Company 
A. c Al, 
Schawe the Compony 
The Selby Shoe Company 
620-801 -7 10-802-914-916 
Sewanee Shoe Company ... ' 1039 
Simples Shoe Mfg. Company 

Adrian X-Ray Shoe Fitter . 
G. Edwin Smith Shoe Company 907-909 
J. P. Smith Shoe Company ............1137 
ne. Se ROE ee eee 819 
Spalsbury Steis Deevers .. 

Styl-Eez Division, Selby Shoe serena 
Sterling Last Corporation 

E. E. Taylor Corporation . 

Tober-Saifer Shoe Company 

Tru-Poise Division, Selby Shoe Company. . 802 
Tupper, Inc. 

Tweedie Footwear Corpo 

United Last Company 

United Men's Division, 

Brown Shoe Co. ... hen 
The United States Shoe Corporation 
Valley Shoe Corporation 
The Vitality Shoe Company 
1001-1002-1003-1004 

. .926-928 


. 709 
1210-1212 


834 
1201-1203 





., 1201-1215 


. 906 
. 822 


931-933 
722 
721 


Vulcan Corporation .... 
Walk-Over Shoes 

Walkin Shoe Company Piet 
Weyenberg Shoe Mfg. Company 
Williams Mfg. Company ... 
Willits Shoe Company . 
Winthrop Shoe Company 
George D. Witt Shoe Company ...... 
Wohl Shoe Company .... <p 
Wolff-Tober Shoe Company 

E. T. Wright & Company 
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OTHER PEOPLE’S 


Which Style Please? 


Here’s an idea that might help the 
shoe salesmen out of the dilemma of 
trying to figure out which shoe the 
customer saw in the window and wants 
to see on her foot: 

A wall case—about six feet square 
by one foot deep and covered with 
glass. One shoe of each style carried 
in the store to be displayed on four 
or five racks built across the case. The 
case to be brightly illuminated from 
overhead. For the customer’s conveni- 
ence, the styles might be numbered 
1, 2, 3, ete. 


as * x 


Hunting with the Camera 


A camera—even if it’s nothing more 
than an old fashioned box job—can be 
a real asset to the shoe man if he'll 
take the opportunity to learn how to 
use it properly, according to Jerry 
Jacobs, manager of the Roe Bros. Store 
in Tucson, Arizona. 

Jerry began playing around with a 
camera—just as a hobby—several years 
ago and soon saw its possibilities for 
use in recording store and window dis- 
plays. By doing it himself he can turn 
out store pictures at a fraction of com- 
mercial costs and takes many more pic- 
tures as a result. 

An ordinary camera on a tripod will 
do the trick, according to Jerry, and 
after a little experimentation the prop- 
er length of exposure can be deter- 
mined. And once found, it will always 
serve under the same lighting condi- 
tions in the store. Windows are just as 
easy, he says, but you must remember 
to always use a small lens opening to 
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IDEAS 


by JOHN F. W. ANDERSON 


get proper depth of focus for the whole 
window. 

Jerry files his display shots away in 
scrapbooks according to seasons so 
that when he is at a loss for an idea 
on a timely display, he can always re- 
fer back to the displays of previous 
years to find good ideas. 


* ” * 
In Terms of Better Retailing 


Rex Dickinson, Educational Director 
of the Selby Shoe Co., has set down the 
following COMMANDMENTS which 
express the average customer’s attitude 
as to what qualities he would like to 
find in the salesman that waits on him: 

* * * 


Look The Part 


We know that it may be rather per- 
sonal, but we don’t think it amiss to 


talk about salesmen’s appearances at 
this time of the year. 

It all started one hot day last week 
when we dropped in to visit a busy 
chain store in New York City. Our 
friend the salesman was waiting on a 
customer and was dressed in the height 
of comfort—no suit coat, bright colored 
suspenders, sleeves rolled up, shirt open 
at the throat ard no shave. 

It started us thinking and just for 
comparison, we walked across the 
street to one of the more active depart- 
ment stores. We immediately noticed 
that every salesperson was dressed com- 
fortably, but in good taste and every 
shoe salesman was wearing a suit coat. 

The moral of this story is that smart 
merchandisers have found that custom- 
ers notice the appearance of the per- 





about them in English. 


“TEN COMMANDMENTS OF SALESMANSHIP” 


1. Be agreeable. Like the average customer, I am not a slave to 
reason and I go where they treat me most agreeably. 
2. Know the things you are selling me. Tell me what I want to know 


. Don’t argue with me. When you disagree with me and tell me about 
it you probably will succeed in antagonizing me. 
. Make it plain whatever it is. Don’t talk at random. 


. Forget your competitors. If you haven’t enough enthusiasm for 
your own merchandise to exclude that of everybody else, why should 
I work up any enthusiasm for it? 
. Be dependable. If you promise me something, keep your promise. 
. Remember my name and face. Nothing pleases a man more than 
subtle flattery. 
8. Beware of egotism. Don’t talk about yourself when trying to sell 
me something. Get me to talk about myself if you can. 
9. Think success. Radiate confidence—it’s contagious. 
10. Be human. Selling goods successfully is a psychological proposition. 
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O. P. Ideator—“1 hear that you have built up a fine 
business among hard-to-fit customers by encouraging 
them with special sales to try the services of your sto-e?” 

Mr. H. A. Sharpe—“That's right. We realized that 
many people with very large or very small feet, narrow 
or wide feet, ur with feet difficult to fit in other ways, 
ignored ordinary shoe sale listings because they thought 
the shoes mentioned in the ads would not fit their feet. 
Therefore, during a special slack time of the year, we 
ran a Hard-To-Fit Sale as an experiment. 

“We have found that many of these special fitting cus- 
tomers who might buy their shoes from a specialty foot- 
wear organization will chance a visit to the store if you 
offer a special inducement. Quite often it is possible to 
convert them into regular customers.” 


O. P. Ideator—“Do you have to stock up especially 
for these events?” 

Mr. Sharpe—“We ran our first Hazd-To-Fit Sale in 
1938 and it resulted in over 100 new customers visiting 
the store in a single week. We prepared for this sale with 


FITTING STRANGERS INTO YOUR BUSINESS 
(Sharpe's Shoe Store, St. Joseph, Missouri) 





a complete stock of large and small sizes in all widths, 
but found ourselves unable to cope with many problems 
such as people with feet of different sizes, unnaturally 
grown toes, and painful foot conditions. However, by 
increasing our stock to three times the original propor- 
tion we have since been able to meet all problems. One 
of our most difficult problems has been with people with 
tender heels. In fact, we have had some customers who 
came into the store wearing slippers with specially at- 
tached soles. These we have accommodated with soft 
counter shoes and shoes of soft leathers braced only at 
the lower part of the heel.” 

O. P. Ideator—“Have your salesmen been specially 
trained in this service?” 

Mr. Sharpe—“Yes, and I also supervise the fitting in 
the case of every new customer and we explain to the 
customer how we are fitting his or her feet. We run ads 
in the suburban and rural newspapers of the two weeks 
event and find that nine out of ten hard-to-fit customers 
have been buying footwear by mail previous to attending 
our sale. So we have created a new market for ourselves.” 
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sons that wait on them and prefer to 
be served by salespeople that are neat 
and tidy—Winter and Summer. 

And Summer clothing today can be 
neat as well as cool. Lightweight suits 
for the salesmen or cool store coats will 
do the trick. Or a salesman without 
a coat looks neat, if his shirt is white, 
his cuffs are buttoned, his collar is 
fastened and he wears a belt instead of 
suspenders. Take a look around your 
store on a hot day and see if the sales- 
men are dressed as neatly as your cus- 
tomers and then set up cool and com- 
fortable standards for your men—it will 
make a difference in your business. 

* * oo 
“like Feathers in the wind” 
(Ransohoff’s, San Francisco) 
* a * 
Fiag Day—June 14th 

Not a legal holiday in most states, 
but widely observed as a day of patri- 
otism and always good for an effective 
window display—especially this year. 

This day would be an appropriate 
time for a shoe store to have a window 
display of the different uniforms or 
insignias of the various government 
armed forces together with a display of 
the appropriate shoe styles to buy for 
each uniform. There’s business in the 
promotion of shoes for the men to wear 
on leave and most of them want shoes 
that are comfortable and smart with a 
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trend toward plain toes and blucher 
and buckle st-ap patterns. And most 
of them seem to like the rich brown 
antique finish topped off with a good 
shine. 

It would be a good plan to take down 
the name and address of every customer 
in uniform so that they can order shoes 
by mail if they move to another camp. 


* * 
June Dates 
June is the month of weddings, anni- 
versaries, confirmations, graduations 


and Father’s Day and active promotions 
will bring increased sales to the shoe 
store. 

Which brings up the thought that the 
shoe store can do a good job of pro- 
moting extra sales in conjunction with 
the graduation at your local grade, 
high or private school or college. The 
usual procedure is for the boys to wear 
black shoes and the girls white shoes 
at graduation but it would be wise to 
call up the teacher or student in charge 
of the event and find out for sure as 
there is a tendency in some schools 
nowadays to suggest a stock sports shoe 
pattern for all students. 

After you find out the style, why not 
get a list of all the students graduating 
and send each a letter suggesting that 
your store carries the proper shoe for 
the event and you might even offer the 
students a special discount on gradua- 








tion shoes. Make the letter as personal 
as possible and express congratulations 
to the student on his graduation and 
wishes for future success. 

om a * 


Collection Letter 


A Pennsylvania firm sends out its 
collection letters on the firm’s regular 
letterhead and with a brightly colored 
sticker, representing an owl seated on 
a tree limb, placed above the saluta- 
tion. Friendliness and directness bring 
results with the following message:- 

Take a tip— 
from the wise old owl. He knows 
what's best! 

And he certainly is right about 
keeping your credit rating A-l here 
at , 
The good name you have earned 
at this friendly store is one of the 
finest assets you could possess. It 
means a lot to you—and to your home 
—because it enables you to have the 
beautiful shoes you want, when you 
want them instead of “waiting.” 

Your account is overdue and we're 
calling it to your attention now. 

“Be wise”—come in and make a 
payment this week. We'll appreciate 
your cooperation a whole lot! 

Cordially yours, 

(And we’re cordially indebted to 

the publication Credit World for this 


gem.) 














W. C. Goodwin, founder of the business and now trea- 

surer, seated; on his left is his son Dana, president; on 

the right is Dana, Jr.. and standing in back is Bill, 13, 
who also helps out in the store on busy days. 


GRANDSON ALSO IS GETTING HIS START IN SHOE STORE 
OF W. C. GOODWIN, INC., IN FITCHBURG, MASS. 


W. C. GOODWIN, INC., of Fitchburg, Mass., is a 
shoe store boasting of three generations of Good- 
wins in the organization. W. C. Goodwin started his 
career in the shoe business in the early "80's as a 
clerk in a retail shoe store. In 1898 he became 
a proprietor of a small shoe store, and moved three 
times into larger stores as the business grew. 

Mr. Goodwin’s son, Dana D. Goodwin, came into the 
business in 1919. In 1934 it was incorporated with Dana 
as president and W. C. as treasurer. Dana, Jr., 17, is in 
his last year at high school, but he handles the young 


trade on Saturdays and during vacations. Bill, 13, felt 
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the urge to get into the shoe business, and helps out on 
busy days in the basement store. 


The REcoRDER is read each week by the entire staff 
of the Goodwin organization. W. C. Goodwin writes: 
“We consider the RECORDER as a very important part of 
our business equipment as it keeps us abreast of the 
times, and keeps us informed of important retail activi- 
ties throughout the country. We would feel that we 
were marooned on a desert island as far as shoe busi- 
ness is concerned, if we did not have the RECORDER each 
week with its fresh and interesting news of the trade.” 
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Play Shoes Are Summer Profit Makers 


[CONTINUED FROM PAGE 17] 


Innes considers casual and good qual- 
ity play shoes sales as extra pair busi- 
ness. Yet, patrons do wear these shoes 
in place of spectator sport types in 
many instances. Any way one looks at 
it, casual shoes have exerted a decided 
influence on women’s footwear, even to 
the dressy types. 

Play shoes give women color, comfort 
and gaiety in their shoes. For Fall the 
trend seems to be to the soft, unlined 
shoes which still give the same color 
and comfort as previously experienced. 
The “Around The Clock” shoe selling 
program is almost passé in many shoe 
stores, I find. Women are putting on 
casual shoes in the morning, wearing 
them right through the afternoon or to 
business, only changing during the day 
for a color change. This program calls 
for even better grades of casual shoes, 
better materials, dressmaker details, 
etc., a condition to which the manufac- 
turing trade is keenly alert and is re- 
sponding to a notable degree. 

Square toes in softies calf or crushed 
kidskin start selling in Southern Cali- 
fornia in volume in July and continue 
right through the Fall. There seems to 
be a distinct passing of the high-heel 


dressy shoes which pinched the toes and 
bagged at the instep. Dressy shoes are 
good, but they are reflecting the com- 
fort lessons learned from the casual 
shoes—yes, and even the comfortable 
play shoe. 

Play shoes, as we have sold them for 
beach and play wear, will continue to 
be year around profit makers for the 
good shoe store. And they, too, are 
showing distinct improvement in qual- 
ity in all departments. The better play 
shoe manufacturers are capitalizing on 
the trend to grade up. 

This play and casual shoe business is 
considered of such importance to Innes 
that a special department has been set 
aside for it. This is named the “Sun 
Room” with special salespersons per- 
manently assigned to its year around 
activities. Many women are buying 
these shoes for regular indoor wear. In 
fact, the wearing of play shoes by so 
many women has just about killed the 
old time “house shoes” for housework 
footwear. 

There are two types of shoes as 
shown by Brenda Joyce (No. 1 and 
No. 2) that are good for any kind of 
sports clothes or patio costume. The 
open back and side gore pattern is a 
tremendous one, and is carried in all 
colors, particularly in white and saddle. 
The other is light and cool, easy to get 
into and a pattern which makes the 
foot look short. 





Men’s Windows Focus on Summer 


[CONTINUED FROM PAGE 20] 


up across the middle, on either side of 
which is a cut-out tree in shades of 
green, a paper cut-out of a man in 
sports clothes, plus a pair of shoes. Gets 
attention and tells a story. Everywhere 
attention is paid to the military man, 
but tops is the Arch-Preserver window 
using cutouts of a civilian holding up a 
pair of shoes as he talks to a hard- 
boiled sergeant who is listing: the re- 
cruit’s name. Card reads, “I won’t enlist 
in the infantry unless I can wear my 
Wright Arch Preservers.” Florsheim 
show their ventilateds on a glorified 
toboggan sled, with a sign “Punched 
through for air . . . stitched through 
for wear.” 

John David centers a plastic (or 
plaster) bas relief of a polar bear on 
ice on a blue sign lettered in white, 
“Cool. . . . Look cool, be cool, stay cool.” 
Weber & Heilbroner shows “Coffee and 
cream shoes” with a tall glass (made 
of acetate) painted brown with a band 
of cream topped off with cellophane 
foam and two straws which are yellow 
sticks. 

Douglas uses huge field glasses with 
sport scenes pajnted on the “glass” and 
a sign “everywhere under the sun.” 
Thom McAn has a blow-up of the words 


May 31, 1941 


and music of the song as a back panel 
for the cut-out letters “In the good old 
Summer time.” Around this are several 
large cut-out musical notes with en- 
larged sports photos mounted on* them. 

With so many stunts to invite atten- 
tion, it’s interesting to stop and look at 
these men’s shoe windows . . . and, to 
this observer VERY INTERESTING 
to notice how many men stop to look! 
And remember, every man who stops 
to look at ideaful windows like these, is 
being sold the big idea of OWNING A 
SHOE WARDROBE. Question is, how 
soon can we make him catch up to the 
ladies’ idea of the shoes needed for a 
real wardrobe. 


Compo Votes Dividend 


Boston, Mass.—The Board of Di- 
rectors of Compo Shoe Machinery 
Corporation have declared a cash divi- 
dend of 25c per share on the Common 
Capital stock, and accrued dividends of 
62%c per share in cash on the $2.50 
Convertible Cumulative Preferred 
stock. Dividends are payable June 16, 
1941, to stockholders of record at the 
close of business June 5, 1941. 
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MR. E. C. PLESCHNER 


MANAGER 


HEALTH SPOT SHOE SHOP 
536 HARRISON ST. 
FLINT, MICHIGAN 


Because of his lack of experi- 
ence at the time of joining the 
Health Spot organization, this 
young man had to start at the 
bottom. First he attended a 
training school in Danville and 
then he worked in an estab- 
lished Health Spot Shoe Shop 
under an experienced operator. 


After learning how to fit Health 
Spot Shoes properly, and prov- 
ing himself capable of assum- 
ing responsibility, he was placed 
in charge of the Health Spot 
Shoe Shop in Flint. In a short 
period of time he has built up 
the store’s volume and created 
a nice income for himself. 


You have the same oppor- 
tunity to succeed in a Health 
Spot Shoe Shop, providing you 
are energetic, hard-working, 
and know how to get along 
with customers. 


Your ability to fit shoes prop- 
erly, combined with the satis- 
factory results that Health 
Spot Shoes give, will build you 
a fine following of satisfied cus- 
tomers. As the store’s volume 
increases, profits go up and so 
does your income. 


You do not have to make any 
investment to operate a Health 
Spot Shoe Shop. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today! 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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Practical Pointers on 


Sav 
S ROS s 


HOW TO SELL 


CORN stalks will not grow to maturity and bear 
abundantly unless cultivated. Some stalks bear one ear 
of corn—some three or even four ears. The most careful 
cultivation will not make all stalks produce two or more 
ears but in order to secure the greatest yield, all must 
be cultivated diligently. 

Many shoe store customers are buying one pair of 
shoes a year and that pair haphazardly wherever and 
whenever the fancy strikes them. Most of those cus- 
tomers can be developed into two, three or four pair 
buyers by, proper cultivation. Do we sell the first pair 
and end our cultivation by saying: “Come up an’ see 
me sometime?” Or do we till that fertile soil with good 
will and real service? We have by no means exhausted 
the customer’s ability to buy more shoes with the sale of 
the first pair. 

The ability to create additional sales lies within you. 
Wake it up and put it to work by having your own 
filing card system. A small card file about three by five 
inches will cost but a trifle and will repay you gener- 
ously if you will keep it revolving in the proper manner. 
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SHOES 


“CREATIVE SELLING” 
Chapter Nine in a Series 


by PATRICK A. MORGAN 


Jt should contain a complete record of the names and 
ages of every member of the family, together with their 
sizes, types of shoe and dates sold. Include as much as 
you can of your customers’ financial status for a guide 
as to how far to press for more business. Enter the 
correct telephone number and use it frequently. Leave 
spaces for phone call dates—styles suggested and spaces 
opposite to record the results of each interview. 


No one realizes how tacky their shoes look until they 
see new ones on their feet. To get a man into the store 
for a repeat sale give him a reason such as a special shoe, 
a new feature or a clearance sale of his choice. Once 
you get him into the store you've got him half sold. 

[TURN TO PAGE 55, PLEASE] 
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Watson Cites Dangers of Inventory Buying 





Tanners’ Council Executive Finds Supply-Demand Relationship 
Distorted, with Resultant Fantastic Buying 
of Cattlehide Leather 


New York.—In an analysis of the 
current leather situation, Merrill A. 
Watson, executive vice-president of the 
Tanners’ Council, pointed out to mem- 
bers the disturbing effects of inventory 
accumulation by shoe manufacturers, 
producers of other leather goods and 
retailers. Recalling his plea at the last 
Leather Show on March 31 for sane 
buying policies, he urged that no one 
in the leather or shoe business ignore 
the “distortion of supply-demand rela- 
tionships induced by the forward buy- 
ing and stock building of recent 
months *’ Such inventory accumulation 
by manufacturers and distributors has 
placed an additional strain upon hide 
and leather supplies, Mr. Watson said. 

Reviewing the facts of outstanding 
importance in present leather markets, 
Mr. Watson stated that in the past 
nine months the level of business activ- 
ity in the United States has spiralled 
from 112 to 144. “Never before has 
business volume expanded as sharply 
and in such a brief period. The de- 
fense program is generally believed to 
be the explanation, but that is only 
partly true. For the fiscal year ending 
June 30, 1941, only six or seven billion 
dollars will actually have been spent 
in defense orders. That is not sufficient 
to account for the tremendous rise in 
business and the mounting pressure on 
prices. Inventory building in every in- 
dustry and every trade has been the 
dynamic factor responsible for the bulk 
of the increase in production and prices. 
To some extent anticipation of future 
defense orders, may account for in- 
creased inventories. However, to a 
larger extent there is only the familiar 


Mey 31, 1941 





reason—anticipation of future price 
changes. 

“In the tanning industry there is one 
specific reason for concern about the 
buying movement in leather, shoes and 
other leather goods. Stock building by 
customers and by retailers can easily 
distort the supply picture in the tan- 
ning industry. Though tanners may be 
producing enough and more than 
enough leather to supply the country’s 
needs, they cannot meet grossly inflat- 
ed stock building as well as increased 
consumption without profound disloca- 
tion of supply and demand relation- 
ships. 

“For the past few months demand 
has in some cases been fantastic. For 
example, bookings «of all cattlehide 
leather in the first quarter were at a 
rate of 30,000,000 hides a year, and de- 
liveries at a rate of 28,000,000. That 
pace cannot be maintained because 
tanners cannot undertake to supply 
leather at such a rate indefinitely and 
because customers ordering must even- 
tually reach a saturation point. Con- 
sumption of leathe® measured by actual 
needs of the final buyer or user of 
leather products is estimated at a rate 
of not much more than 23,000,000 hides 
annually. The urge to be covered, to 
own more stock, reaches beyond the 
manufacturer. Retailers who have cut 
corners on stock for years now want 
full shelves. It is reported, for exam- 
ple, that inquiries have been made by 
important sources for shoe deliveries 
well into 1942. 

“This expansion of inventories all 
along the line, while everyone’s reser- 
[TURN TO PAGE 54, PLEASE] 





Heavy Buying at Southwest 


Travelers Show oor 

Fort Wortn, Texas—Talk of in- 
creasing prices and shortage of ma- 
terials and labor in the shoe industry 
brought a record attendance of 900 re-_ 
tailers and record buying to the open- 
ing day of the Southwest Fall Shoe 
Style Show, here, Sunday, May 25. The 
show was sponsored by the Southwest- 
ern Shoe Travelers’ Association, and 
was held at the Texas Hotel. Retailers 
came from eleven surrounding states. 
Nearly 200 lines were displayed, an 
increase of 25 over the previous 
show. 

The Travelers’ Association reported 
that retailers started their buying im- 
mediately after the show opened, in- 
stead of waiting until it had pro- 
gressed as in former years. The result 
was that the first day’s sales increased 
over the previous show by a large per- 
centage. Retailers bought ahead wher- 
ever it was possible to get present 
prices and full stocks. It was believed 
that the new show dates, one week 
earlier than last year, proved popular 
with both retailers and travelers. 

Black, in suede or smooth< leather, 
plain or trimmed with *stitching, 
emerged as a best seller. Open and 
square toes were favorites. Antique 
tan led in the brown family. A modi- 
fied version of the cowboy boot for wo- 
men got heavy promotion at the show. 
All sport shoes were big sellers. 

Retailers were guests of the Travel- 
ers at a dinner-dance at the Texas 
Hotel Monday night, May 26. The 
Travelers’ Association had its semi- 
annual business meeting on Saturday, 
May 24, before the opening of the show. 
Most Travelers reported the sales for 
the first part of the year 10 to 20 per 
cent ahead of those last year. 











HI-GRADE LOAFERS 
$1.40 NET — M WIDE 





LEATHER SOLES 


4539—White and brown 12/8 lea. heel 
4540—White and brown 8/8 lea. heel 


RUBBER SOLES 
5295—White all over 
5§296—White and brown 
5297—White and blue 
300 novelty styles—$2.00-$3.00 


RETAILERS IN-STOCK 
SAMPLES SUBMITTED ON REQUEST 


ROGERS BROS. SHOES, INC. 
216 LINCOLN ST. 
BOSTON, MASS. 

















Color Accents Chicago 
White Promotions 


Cuicaco, ILL.—Although white and 
white combinations dominate the vol- 
ume retail shoe sales in the Chicago 
area, color has played an important 
part in shoe promotions and in high 
style and salon sales. Mandel Bros., 
has conducted a store-wide promotion 
of yellow—featured under the legend 
“Sing a Song of Summer’s Smartest 
Color—Canary Yellow,” and showing 
yellow shoes in both play shoes and 
sandals. 

Carson Pirie Scott & Co. has been 
featuring red as a Summer accessory 
color and has been showing red shoes 
with a number of white sports and 
semi-dress costumes with the legend 
“You'll see Red with White.” They 
have also been promoting “Fire Engine 
Red” at the accessory shop. 

Whites in combination with color are 
also selling well and Marshall Field & 
Company has featured “Color-Bright 
White Shoes” showing white with red, 
blue and tan accents, and also whites 
with bright heels and white criss- 
crossed with tan or blue stripes. Multi- 
colors in bright striped or braided 
effects are also selling well. 

Black also appears to be a good 
Summer shoe with Carson’s “featuring 
“Deep cool black” for' town Wear and 
Field’s promotion summer suedes in 
“shadow cool black.” 
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Philadelphia Shoe Men 
Ban Early Clearances 


PHILADELPHIA.—A meeting of the 
Philadelphia Shoe Merchants Guild, the 
organization of central city shoe re- 
tailers, was held at the Hotel Adelphia 
in this city on Tuesday, May 20, chiefly 
for the purpose of considering the 
Guild publicity and promotion plans 
and fixing of dates for the public an- 
nouncement of Spring and Summer 
clearance sales. Following the prece- 
dent of last year, it was decided that 
private notices of clearances, that is 
notices sent out to customers of the 
stores and their mailing lists, should 
not be sent earlier than the first week 
in July, and that no general clearance 
sales with newspaper advertising, win- 
dow displays and the like should be 
held before July 7. 

Owing to the absence of the chair- 
man and members of the publicity com- 
mittee, who were unable to attend the 
meeting, action on joint advertising 
and promotional plans was deferred un- 
til an adjournment meeting called for 
Wednesday, May 28. There was a gen- 
eral discussion of trade conditions par- 
ticularly as it concerned the group as 
a whole. This continued through the 
luncheon that followed the meeting, and 
all present took part. 

Morris Yoskin, who conducts the shoe 
department in Losul’s, at Thirteenth 
and Chestnut streets, was elected a 
member of the Guild. P. Dun Belfield, 
president of the Guild, presided. It is 
expected that definite action will be 


taken on a Guild advertising program 
at the next meeting. 





Pacific Northwest Retailers 
Plan Interesting Showing 


SEATTLE, WASH.—Planning to wel- 
come 500 leading shoe retailers of the 
states of Washington, Oregon, Idaho, 
Montana, Wyoming, and the province 
of British Columbia, as well as terri- 
torial towns of Alaska, Seattle shoe 
retailers are putting the finishing 
touches to their annual convention of 
the Pacific Northwest Shoe Retailers’ 
Association, set for June 8, 9, 10 and 
11. 

These four days will be packed with 
education and entertainment that will 
stem from headquarters and principal 
business sessions at the Hotel Olympic. 
That new shoe styles will be assured 
and the latest footnotes added to the 
convention proper, the cooperation of 
225 manufacturers has already been 
secured, according to Elmer Nord- 
strom, head of Nordstrom’s of Seattle, 
and president of the Pacific Northwest 
group, who heads convention prepara- 
tions. 

As arrangements approach their 
climax, congratulations for an excel- 
lent program have been extended to 
C. H. Griffith and A. Y. Drain, head- 
ing the general convention committee, 
as well as to John Knudson, Jack Con- 
ley, Norman J. Klasgye, Morris Cron- 
kite, Andrew Copriva, and Mrs. Frank 
Sullivan, heading various sub-commit- 
tees in charge of special events. 





Fitting Them Up for the Runway 





Cincinnati, Ohio—The Midwest Shoe Fair is well known for its beautiful “ gels” 


which they have modeling the shoes on the runway. Here’s a represe 


ntative qua 


tette having their shoe sizes confirmed by E. S. Horwitz, of the Chas. Meis Shoe 
Company, as Robert Nunn, of the Potter Shoe Co., left, and E. C. Horn, of the 
Brown Shoe Co., look on from the sidelines. 
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A well-balanced program has been 
planned for the four days. Valuable 
merchandising ideas and better busi- 
ness methods will be highlighted at all 
the sessions, while latest lines of shoes 
from 225 manufacturers will be pre- 
viewed at individual exhibits during the 
progress of the convention. 

On the opening day, Sunday, June 8, 
in the Spanish Lounge of the Olympic 
Hotel, registration will get underway. 
On Monday business sessions will be- 
gin with leading addresses by C. H. 
Griffith, president of the Seattle Shoe 
Retailers Association, President Nord- 
strom of the Pacific Northwest body, 
Cal Rorabeck, president of the Pacific 
Northwest Shoe Travelers’ Association, 
and William S. Street, assistant gen- 
eral manager of Frederick & Nelson, 
Seattle unit of Marshall Field & Co. In 
the evening a stag dinner will be given 
by the shoe travelers’ association. 

Highlight of the Tuesday sessions 
will be an address on “Salesmanship” 
by Charles Frisbie, a leading insurance 
executive and civic leader of Seattle 
and a national authority on sales psy- 
chology. In the evening, an informal 
dinner dance at the Olympic Bow! will 
close the third day. 

On the fourth and closing day, June 
11, business sessions will be eliminated, 
with social entertainment and recrea- 
tion the order of the day. A golf 
tournament will be held at one of Se- 
attle’s best courses, with a special en- 
tertainment program at the Washington 
Athletic Club, and a stag dinner in the 
evening. 


——_———_ 


Early Season Cleans Out 


White Stocks 


Boston, Mass. — Factories with 
plenty of white shoes in their in-stock 
departments and those factories 
equipped to make them in a hurry are 
enjoying an unprecedentedly large busi- 
ness here in New England. Many mer- 
chants, both those who had under- 
bought and those who had failed to 
forecast the early opening of the white 
season, have been forced to order and 
re-order at a time when, in years past, 
the’ season had just begun to get un- 
der way. 

Merchants in Boston suburbs frankly 
admit that they have sold out and some 
are equally frank in admitting that 
they are finding it next to impossible 
to replenish their stocks. In the city 
proper, the larger stores, at least, are 
well supplied for the moment even with 
business in whites running approxi- 
mately twenty per cent ahead of last 
year. 

All-over whites in women’s shoes 
are running in second place. In first 
place are spectator pumps of white 
trimmed with brown or tan. This ap- 
plies to nearly all grades of shoes. 
White suede kid and suede splits are 
popular in the volume and medium 
grade lines with smooth leathers sec- 
ond in popularity. 

Casual shoes of various types, in 
bright-colored fabrics, are beginning 
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WINTHROP 
COLONIALS 
$5.00 to $6.50 
Others $7.50 and Up 











to move but are not expected to fur- 
nish any real volume until beaches are 
open for bathing and the annual ex- 
odus to Summer homes is about to get 
under way. This will be some time in 
early June. 


Colored Stockings 
Are on Reorder 


MiaMI, Fia.—The brilliant shrieking 
shades of purple, red, green and blue 
are meeting with approval among wo- 
men in this area looking for the new 
and unusual in silk stockings. One of 
the largest department stores reports 
that these colors have been re-order 


numbers. They are being worn’ with 
the all-white costume, calling for an- 
other color pickup in hat, bag, gloves 
or some other accessory. 

Here is the curious fact about these 
colored stockings; the young girl is, for 
the time being, shy of them, while the 
older woman has accepted the bright 
shades. According to one buyer this is 
a sort of reflex action on the part of 
the older woman who recalls wearing 
such colored hose during the last World 
War, and so is in a measure associating 
the two, war and bright stockings. The 
younger women are still looking but 
not buying; that will come later, the 
hosiery buyer explained. 











WHEE 
TO 
BUY 


eee et em Ce Oe 


Workshoes 


ee MEN'S & BOYS’ WORK SHOES 





~~ ee 











ROBERTS-HART, INC. 
KEENE, WN. Ht. 





ee Oe Oe Oe er OF eH OF HF HE HF SS 


Children's Shoes 


ee 





Past In-Stock Service 
sewn PW 
te retail $1.50 te $2.50 


2-6,-D;.6%-8, CD; 8% - 12, 
7 BCD; 12%-3. 














Camel, 
Leather quarter . 
folded quarters, wedge 
heels, leather insoles, 
Combination last. 
Horse-butt soles 2-8, 
1316 ned See ae ae 
hite Etk time. r 
SUPERIOR SHOE CO., Mfrs. 
508 S. Peoria St. Chicago 
also carried in by 
jean Shoe Co., 8. Fi Bros. & S 
251 W. Jefferson St. 119-121 E. Columbia ° 
Detroit Fort Wayne. Indiana 
Jayson Shee Co. . . . Los Angeles, Cal. 
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SHOE DRESSINGS 


CORRECT CLEANERS FOR EACH SHOE 


FOR SHOE TRADES ONLY 
CAVALIER — MFRS. — BALTIMORE 























Wisconsin Retailers to Meet 
During Central States Show 


CuicaGo, ILL.—The annual business 
meeting of the Wisconsin Shoe Re- 
tailer’s Association will be held dur- 
ing the Central States Shoe Fair 
which convenes June 1, 2, and 38, in 
Chicago. The meeting will be held 
Sunday, June ist, in Parlor 8, at the 
Morrison Hotel. The association is 
eliminating its usual Summer show 
this year to cooperate in this joint 
venture. Oscar Thureen, of Viroqua, 
Wis., is acting president, and Sid 
Weber, of Janesville, Wis., secretary- 
treasurer. 
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C. W. Lanphier . 
Joins Conformal 


St. Louis, Mo.—Conformal Footwear 
Company, Division of International 
Shoe Company, St. Louis, has an- 
nounced the appointment of C. W. Lan- 
phier as eastern representative for 
Conformal “Personalized” Shoes. 





Cc. W. LANPHIER 


Mr. Lanphier, well-known in eastern 
shoe circles, will make his headquarters 
in Cleveland. His territory includes 
northeastern Ohio, western Pennsyl- 
vania, West Virginia, New York State, 
outside metropolitan New York, and 
all of New England except Connecti- 
cut. He is now in his territory with 
the new Fall line and is planning to 
visit his many friends among shoe re- 
tailers in these areas shortly. 


British Tanners Exhibit 
In Montreal 


MONTREAL, CANADA — An extensive 
variety of smooth grained and suede- 
finished leathers for shoes, gloves, 
handbags, and belts was exhibited from 
May 26 through May 31 at the Wind- 
sor Hotel. The showing was sponsored 
by the Leather, Footwear and Allied 
Industries Export Corp., Ltd., an or- 
ganization of British leather dressing 
houses formed under the auspices of 
the British Board of Trade. G. S. 
Simpson of Besse & Co., London, raw 
skin merchants, is directing the ex- 
hibit. 

Fifteen British leather dressing 
houses were represented and over 1,500 
dressed skins were displayed. The ma- 
jority of these were classic doeskins, 
chamois, suedes and capes, but a few 
novelties were also included. Among 
the novelties was a soft, pliable leather 
called dingo, made from the skin of the 
wild dog, a new buffed grain leather 
and a suede pleated in ripple patterns 
and backed onto canvas. 

The 15 firms represented are as fol- 
lows: Henry Beakbane, Ltd.; Blake & 
Fox; Henry Booth (Abingdon), Ltd.; 
Clothier Giles & Co., Ltd.; Dent, All- 
croft & Co., Ltd.; Silas Dyke & Sons, 
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Baby Business 
Booming! 


All the baby goods markets 
are booming, reflecting the 
rapidly accelerating birth- 
rate of recent months. Shoe 
sales to youngsters reflect 
this trend—first the fabrics 
and soft sole for infants— 
now the sturdy, flexible 
walking shoes for the grow- 
ing youngsters. This trend 
offers an exceptional oppor- 
tunity to alert shoe retailers 
who. appreciate the magic in 
the famous shoe name “Mrs. 
Day’s Ideals”— who stock 
this brand in 3 to 8 sizes as 
the foundation line of the 
juvenile shoe department. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 
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Ltd.; Percy E. Fisher (1928), Ltd.; 
Hackbridge Chamois Leather Co., Ltd.; 
Emanuel Meyer; Pavlova Leather Co., 
Ltd.; C. W. Pittard & Co., Ltd.; James 
Roberts & Son (Worcester) Ltd.; 
Strong & Fisher, Ltd.; Turney Bros., 
Ltd.; Whitby Bros., Ltd. 














Family Store Remodeled 


FREEPORT, ILL. — The Golden Rule 
Shoe Store, operated by the Plazer 
brothers, has recently been completely 
remodeled and modern fixtures in- 
stalled, including new seats, new lights, 
and floor coverings. .The Golden Rule, 
a family store, is one of the oldest shoe 
stores in this part of the country. 


Boot and Shoe Recorder 











Defense Program Stimulates 
Sales 


SPOKANE, WasH.—Two factors have had a marked 
effect on business in Spokane this Spring, the shoe re- 
tailers report the three percent sales tax that went into 
force May 1 throughout Washington, and the weather. 
During April, very early fine weather and the desire of 
many people to make purchases before they had to pay 
the tax stimulated the retail shoe business beyond ex- 
pectation, and the same two factors have worked against 
business so far in May. May has been a morth of 
much rain and with the tax in effect, the shoe men find 
that business the last few weeks has been quiet. 

However, the stores report that they have already felt 
the effect of national defense which has brought to the 
city the advance units of the Second Force which will be 
stationed here, with the result that men’s shoe business 
has been better throughout May than has women’s in 
proportion. 

The stores report that they have stocked the military 
type of men’s shoes in considerable quantity and that 
these have been popular, especially the buckle monk. 
“Black as always is the big sales leader, and the popu- 
larity of black late into May has been increased by the 
prevalence of rainy weather so far this month.” 

Spokane women are, however, being more easily sold 
the spectator type of white shoe, in combinations. 
Previously sales resistance was strong because women 
felt they could not wear a brown and white shoe with as 
many costumes as they could wear an all-white shoe. 
After looking and trying on the combination, time and 
again they would buy the all-white, the retailers report. 
“This year they are actually buying the combination.” 

Spokane retailers are attaching so much importance 
to the convention in Seattle in June of the Northwest 
Shoe retailers that the final meeting of the season for 
the Spokane Retail Shoe Dealers, held the third week 
in May, was made a special occasion for working 
up a large Spokane delegation. With the exception of 
making this an order of business, D. C. Lincoln, presi- 
dent of the Spokane organization, made this closing ses- 
sion for the year one of entertainment, and was gratified 
by a nearly perfect attendance by the retailers. 

As regards the convention, many Spokane dealers 
who do not ordinarily attend are going because the 
trade here feels the need of getting all available infor- 
mation possible in this critical year. The desire to be 
fully informed includes the wish to know about styles 
as well as business. The Spokane Retail Trade Bureau 
recently adopted a resolution against granting of dis- 
counts which retail merchants of the city are being 
asked to sign. It was felt that such a policy was de- 
cidedly advisable at this time with national defense 
bringing many groups into the buying picture. Otto 
Warn, of Warn & Warn, who circulated the petition 
among the shoe stores, reports that all shoe retailers 
signed. 
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now goes 
All-American 


You’ve heard a lot about NU-GO . 

it advertised and promoted by many ‘fine 

read about it in Vogue, Harper’s 

He %& Bazaar and Mademoiselle . . . probably won- *& 
dered when you'd be able to feature and 


promote it in your own store. 


* Now that our production facilities have been 
perfected, we're ready to ship NU-GO for 


immediate and Fall business. 
on U i GO @ The Most important Footwear 
@ Your Customer Will Ever Own! 


NU-GO is an exceptionally smart-looking sandal to be worn . . 
and promoted . . . the year round. It is made on a revolutionary 
new principle which exercises the feet as you walk. Posture is 
improved, feet and legs strengthened, and ankles slimmed down. 
The principle is simple, indeed! A flexible uppersole is attached 
to a specially shaped wooden undersole at the toe only. The 
straps are of scarlet and blue leather for women and children 
and tan leather for men. That’s all there is to it—but, how it 
does work wonders with the feet. 


+ + + + + Ot tO OF 
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10,000,000 - Women-10,000,000 
. are going to see, hear and read about NU-GO in a powertel 
national advertising hook-up in Vogue, Harper's B . Mad 





’ and Parents’. And a special campaign will reach the menfolk through 


Esquire. Plus complete dealer point-of-sale aids. 


Sizes for Men, Women and Children . . . retailing, with a high 
profit margin for you at only $4.00 pair children . . . $4.50 pair 
women . . . $5.00 pair men. 


Try NU-GO at Our Risk! 
Send for a sample pair of NU-GO 
Sandals. Display it for 10 days. 
If it doesn’t meet with your cus- 
tomer’s approval, send it back at 
our expense. 

Already featured successfully by Soks Fifth Avenue, B. Alt- 
man & Co., Best & Co., Coward's, Thathimer's, Abraham & 


Straus, Geuting's, and many others. 


NU-GO knows no season ! 


It’s a year-round shoe for wear 
indoors or out . . . at the beach, 
in the country, in the home... 
anywhere! 


What are you 
waiting for? 
Get the complete facts 
now while key city out- 
lets are still available. 





NU-GO FOOTWEAR CORP. © ss W. 42nd St., New York City 
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Newflex does not curl or crack, 
Never a pair will you get back. 








MEWFLER PIGskin 


LES 





el el el eh ei ie eli edie ie i 


Moccasins 


OO OO ee ee ee ee OF er er eee oe ere 


ine SARE. CR RD RRR TERS EERSSIRIR 
TRAIL MAKER MOCCASINS 
fer MEN. WOMEN and CHILDREN 

Best known 





SACO-MOC SHOE CORP. = ier 





New York Ofice—Reom 430 Marbridge Bi 





Watson Cites Danger of 
Inventory Buying mn 


[CONTINUED FROM PAGE 49] 


voir is being filled, places a tremendous 
drain on current supplies and raw ma- 
terial markets. Productive facilities can 
be ample, output may be wholly ade- 
quate for actual needs. But in the face 
of inventory buying, supplies can never 
be adequate. That fact must be clearly 
recognized by every tanner and by 
every customer, commercial or govern- 
mental. For many years, tanners have 
performed the miracle of having leath- 
er ready whenever buyers wanted it 
and in almost any quantities. So far in 
1941 the industry has met the largest 
demand in a generation and has met 
that demand without any evidence of 
disorganized markets. In spite of in- 
creased leather production, however, 
the tremendous buying movement has 
been marked by an accumulation of un- 
filled orders and lengthening delivery 
periods. But the key to that situation 
is inventory buying, and while such 
buying continues production increases 
can hardly cope with the immediate de- 
sire to double or treble supplies on 
hand.” 


@ 
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Shoe Ship Provides Clever Display 





This interesting shoe display, which proved very effective in selling sports foot- 

wear, was used in the Walk-Over department at Godchaux’s, in New Orleans. It 

is the idea and work of Display Manager Merrill, and the girls who posed as 

models are all employed in the Godchaux store. Harry Davis is in charge of 
this department. 





210 Banquet Promises 
Large Evening 


&Boston, Mass.—The Annual Ban. 
quet and Entertainment which will be 
presented by The 210 Associates, Inc., 
on. Wednesday evening, June 4th, in 
the Grand Ballroom of the Hotel Stat- 
ler, Boston, promises to be the best of 
its kind ever held during a Boston 
Shoe Fair. 

“We have engaged a galaxy of 
stage and radio stars such as are 
rarely seen together at one time,” said 
T. Kenyon Holly, chairman of the 
banquet committee. “The stage show 
will be produced under the personal 
supervision of Abner J. Greshler of 
Radio City, New York, whose ability 
is recognized by those who have .seen 
previous “210” shows. He has assured 
me that this show will surpass in 
every way all previous efforts.” 

Ticket reservations, which are lim- 
ited to one thousand, the capacity of 
the ballroom, are now being made, and 
it is strongly recommended by the com- 
mittee that everyone planning to at- 
tend make his reservation as early as 
possible to avoid possible disappoint- 
ment. Tickets may be secured by call- 
ing at or writing to the offices of The 
210 Associates, Inc., 210 Lincoln Street, 
Boston. 





Cline to Open New Store 


Los ANGELES, CALiF.—Chas. D. Cline 
is to open a branch store at 3126 Wil- 
shire Boulevard. Henry V. Wetherby 
will manage this store, while Mr. Cline 
will manage the main store on Flower 
Street. Occupancy of the new store is 
expected to be around August 1. 


Obituaries 





Herbert L. Tinkham 
Dies in Brockton 


BrocKTON, Mass.—Funeral services 
for Herbert L. Tinkham, 72, president 
of the W. L. Douglas Shoe Company 
from 1924 until his retirement in 1933, 
were held at his home here at 2 o’clock 
Tuesday afternoon. He died last Sat- 
urday of a heart attack. 

Active in civic and business circles, 
Mr. Tinkham was also a director of the 
Brockton Agricultural Society, which 
sponsors the annual Brockton Fair. He 
was a former vice-president of the Na- 
tional Boot and Shoe Manufacturers’ 
Association. 

Mr. Tinkham was a former vice- 
president of the Massachusetts Cham- 
ber of Commerce, an organizer and 
former president of the Thorny Lea 
Golf Club, a lifelong member and for- 
mer president of the Brockton Chamber 
of Commerce, and president of the 
Boston Boot and Shoe Club. He was a 
former vice-president of the Brockton 
Shoe Manufacturers’ Association and 
a member of its executive committee 
and active in shoe affairs in Brockton 
nearly his entire lifetime. 

During the late President Coolidge’s 
term as governor, he was appointed 
representative of the employers in the 
State Department of Labor and Indus- 
tries, and for a period of seven years 
was president of the Brockton Hospital 

[TURN TO PAGE 56, PLEASE] 
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No. 1563 --- Black Kid 
Also in White Kid 
AAA to EEE 


BELLAIRE SHOE 


Featured By Leading Stores 


ECAUSE they’re in good style and good 
taste, with their medium heels and low 


heels, Bellaire Shoes are in constantly grow- 
ing demand by women of all ages who lead 
busy lives. Bear in mind that women who 
keep busy in their homes, at careers, in out- 
side activities, today want more than ever 
before shoes with the 4-point features of 


Bellaire *Comfortables 
and Bellaire’s Footloose 
Shoes: shoes that fit well, 
wear well, look well and 
are truly comfortable. 


In Stock for 
Immediate Delivery 
$ 5,00 reTaILer 


COMPANY. | 


ME 








Practical Pointers on How to Sell Shoes 


[CONTINUED FROM PAGE 48] 


The average deb is ready for a new 
sales talk every thirty days. Work the 
telephone systematically, planting ideas 
and creating desire to secure a good 
crop. True, some of the seeds will fall 
by the wayside, but without planting 
and cultivation there can be no har- 
vest. Plan your campaign on the as- 
sumption that all your customers can 
buy four or more pairs a year until 
your system develops a definite finan- 
cial standing. Then you can classify 
your file into two. four or six pair 
buyers. 

What young woman could resist the 
curiosity appeal in the following note 
in long hand, delivered in a_ sealed 
envelope by the postman? 

“Dear Margaret:—I have some- 

thing important to tell you. Won’t 

you please drop in the first time 

you are downtown?” 
Then -when she does come in, don’t 
rush out a shoe and spoil her antici- 
pation of something secret and al- 
luring. No, No, First inquire about 
her health and let her know you are 
glad to see her. Then give your new 
idea a real build-up. Either you have 
secured for her in her very own size, 
a specially designed shoe from the 
factory, that will fit her personality, 
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or a new idea has been incorporated in 
a new shoe about which as yet the 
world knows nothing and she is the 
first to hear of it. You want of course 
to learn her opinion of it. This will 
intrigue her personal vanity and when 
you finally slip the shoes on her feet 
you can wrap up the old ones. 

Children usually need new soles in 
thirty days or so. Instead of giving 
them some knicknack at the time you 
sell them the first pair, reserve some- 
thing better that all kids like such as 
a model airplane to lure them back in 
thirty days by a letter to Johnny, tell- 
ing him it’s free for the asking and 
no questions asked. When he is in the 
store, of course you are concerned 
about how his shoes are wearing and 
if the fit is still correct. Maybe his 
mother will decide to have a new pair 
instead of having the old ones half- 
soled. or just to have a fresh pair for 
special occasions. Stipulate in your 
letter that Johnny must bring a parent 
with him to help him receive his gift. 
Then you have TWO prospects instead 
of one to work on. 

Some stores buy quantities of novel- 
ties for children every month but they 
use them for a “goodbye” gift instead 
of a “come-back come-on.” 


There is no limit to creative selling. 
Let your imagination run riot and it 
may steer you into a better profit 
column. If you have a record of the 
child’s size and.your record shows no 
sales of waterproof foot covering, grab 
the phone the first rainy day and ask 
if Johnny went to school with wet 
feet. Suggest sending out a pair right 
away and while this may cost you the 
profit, it is a goodwill service and 
enough goodwill service will create a 
gratifying store traffic that will over- 
shadow the minor cost. 

On rainy or snowy days, when store 
traffic was nil, I have seen store man- 
agers walk the floor nervously—put- 
ting every employee to work on the 
stock. With a complete customer 
record available, all those employees 
could be “working” their customers 
for a profitable day instead of work- 
ing stock for a loss. People generally 
like to be invited to go places. Many 
people like to go out on a rainy or 
snowy day because it’s lonesome at 
home. Just given them an excuse to 
come in to see you and let them carry 
away some of the stock. Newspaper 
advertising is necessary to keep you 
in the public eye but there really is 
nothing like the personal letter and 
telephone invitation to “come in to see 
me today.” The telephone and the per- 
sonal letter are great little contactors 
to create more sales. 
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STEEL TOE 
Steet safety SAFETY SHOES 
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Cowboy Boots 
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“Standard of the West Since 1879"' 


COWBOY BOOTS 


Folks are ‘‘Going 
Western,” and your qual- 
ity trade will demand the 
original Justin Cowboy 
Boots. Put these Justin 
style leaders in your stock 
and watch them sell at a 

nice profit. 

Write for Cata- 

log and prices. 


H. J. JUSTIN & SONS, Inc. 
BOX 548 FORT WORTH, TEXAS 





Innersoles 





Meet the feet and be good friends, 
See that their discomfort ends. 





NEWFLEX PIGSKIN 





Herbert L. Tinkham 


[CONTINUED FROM PAGE 54] 


board. He had also served as chairman 
of the Brockton Community Chest sev- 
eral times, and was a director of the 
Home National Bank of Brockton and 
a former director of the National 
Shawmut Bank of Boston. 

He was born in Middleboro, the son 
of the late Charles Carroll and Abigail 
F. Ashley Tinkham, and was edu¢ated 
at the Eaton Academy in Middtéboro. 
His shoe career began with the old 
Fales & Mitchell Shoe Co.-of this city. 


56 











To Observe Foot Comfort Week 


CHICAGO.—The 25th annual celebra- 
tion of Dr. Scholl’s Foot Comfort Week 
will be held this year from Saturday, 
June 7, to Saturday, June 14, accord- 
ing to an announcement made by Dr. 
William M. Scholl, founder and presi- 
dent of the Scholl Mfg. Co., Inc. 

This annual merchandising event was 
inaugurated in 1917 and has grown in 
scope every year. It is planned as a 
concentrated drive to impress upon mil- 
lions of American people the impor- 
tance of foot health. 

This year’s celebration will be sup- 
ported by a tremendous national ad- 
vertising campaign reaching an esti- 
mated 128,264,000 readers. Full-page 
advertisements in The Saturday Eve- 
ning Post and Modern Magazines will 


form the spearhead of the publicity 
campaign, with additional advertise- 
ments in Life, This Week, The Ameri- 
can Weekly, and in rotogravure sec- 
tions of metropolitan newspapers 
throughout the country. 

A special window display has -been 
prepared by the Scholl Mfg. Co. for the 
occasion to enable shoe store operators 
to secure their full share of the foot 
remedy and arch support business 
which will be stimulated by this na- 
tional drive. 

Material for this display, as illus- 
trated above, is available to all shoe 
store owners by writing direct to the 
Scholl Mfg. Co., Inc., 218 W. Schiller 
Street, Chicago, Il. 





When that firm dissolved, Mr. Fales 
took him to the W. L. Douglas Shoe 
Company as bookkeeper, where he 
studied the business, and in 1894 was 
elected treasurer. He became vice- 
president in 1917, and seven years 
later, on the death of former president 
William L. Douglas, he was elected 
president of the corporation, a position 
he held until his retirement. 

He leaves a widow, the former 
Kathryn Stetson, and a son, Linwood. 


Roy M. McQuillen 


East ROCHEETER, N. H.—Roy M. 
McQuillen, 57, widely known in the 
shoe industry in New England, died 
recently. He was born in Rock Island, 
lil, About 20 years ago he came here 
from Butler, to become associated with 
the N. B. Thayer Shoe Company. For 
many years he was general manager 
ard finally was named to head the com- 
pany that took over the business, which 
he operated for several years. 

Later he operated the Bobby-Mo: 
Shoe Company in Rochester and re- 


cently was employed by the Stetson 
Shoe Company of South Weymouth, 
Mass. He was a member of the Ma- 
sonic orders. 

Survivors include his widow, Nettie, 
and a sister, Miss Carlotta McQuillen 
of Slippery Rock, Pa. 


John A. Hunt 


BINGHAMTON, N. Y.—John A. Hunt, 
veteran Endicott-Johnson worker, who 
had been with the company 37 years 
and was one of Endicott’s best beloved 
personalities, died at Ideal Hospital, 
recently, after a brief illness. He was 
in charge of the supply office in the 
tanneries, was a member of the Thirty 
Year Club and was a baseball and foot- 
ball fan. 

Hundreds of fellow employees at- 
tended the funeral, which was held at 
Endicott. Among them were George. 
W. Johnson, president of the company; 
Charles F. Johnson, vice-president and 
general manager, and Howard A. 
Swartwood, secretary. The Rev. Wil- 
liam M. MacInnes, pastor of First 
Presbyterian Church, officiated. 
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Coast Buyers Increase Fall Orders 





Attendance and Buying at California Convention Reflect Rising 
Tide of Retail Business—Effects of Defense 
Program Discussed 


San Francisco—Fall fashions ex- 
hibited by the leading manufacturers 
proved the magnet to draw shoe re- 
tailers from California and adjacent 
states to San Francisco for the annual 
convention of the California Shoe Re- 
talers’ Association, May 25 to 28. 

Many sales managers considered the 
show of sufficient importance to war- 
rant their attendance. California shoe 
business is up, so that buying budgets 
were increased 25 to 35 per cent. 
Hawaiian buyers report business 50 
per cent ahead of last year. Reports 
of Association Secretary William J. 
Ahern show a large number of re- 
tailers who were formerly members re- 
affiliating with the association due to 
many matters affecting state legisla- 
tion which require the solid support 
of an aggressive association. 

In Women’s Shoes, low heels in all 
lines were freely bought. Soft calf- 
skin in both high and low heels, made 
on all lasts, .w articularly strong 
for early Fall. Wall Greosy shoe colors 
lined up as bla-k suede, brown suede, 
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antique calf, blue jacket calf, then blue 
suede. High heel lasts carry 95 per 
cent open toes outside of wall lasts. 
Closed toes are all on wall lasts. Soft 
leather cowboy types were generously 
bought for sportswear. In men’s shoes, 
hand tooling is on the increase in high- 
class sports shoes. In this category, 
too, the rich red “Redwood Burl,” some 
with rubbercord soles to match and 
some with leather soles, was detailed 
in many lines. 

New versions of briarproof leather 
are on nearly every buyer’s want list. 
Black and red patent leather in the new 
pump and slipon patterns for evening 
wear were in many city buyers’ selec- 
tions. It seems buckles and gorings 
with less lacings is the men’s sports 
shoe story. Corduroys to go with jack- 
ets and shirts of the same material are 
better than last year. Men’s street shoe 
orders are 85 per cent brown, nearly 
all high polished dark antique tones. 
Heavy flexible soles, full toes, aviator- 
type straps lead the pattern parade. 
Moccasin and wall lasts are very good. 


happy with 


You Profit Most When they Come 
Back for the Better Service Your 
Shoes Give them...so Keep them 
9 Left and Right 


For ITS Heels, with 
extra pads of tough 


rubber on the outer 
edges, keep shoes 


treading level, hold them in shape, preserve their 

looks and comfort. 
ITS Heels wear level longer there’s less bother 
about repairs, more economy. Specify ITS Left 
and Right Heels to your own or contract repair 
shop and-hold your old profitable customers. 


THE I-T-S CO., ELYRIA, 0. 


26 Years of Better Rubber Heels — Millions of Users 


And because these 


Lighter weight calfskins on wall lasts 
in both wing and straight tips received 
a good play. 

Crushed goatskin leather has shown 
a tremendous increase in certain men’s 
lines, in both two-tone and solid colors. 

An interesting program was pre- 
pared by Convention Manager William 
J. Ahern, which included a talk on 
“National Defense and Its Effect on 
Business in California,” by Frank L. 
Kidner, professor in the University of 
California. Gerald E. Marsh, also of 
University of California, spoke on 
“Civil Liberties in Relation to National 
Defense.” An interesting study of the 
Fall fashion picture was given by Miss 
Lois Ingalls, advertising manager of 
the White House, San Francisco. A 
Tuesday morning round table discus- 
sion led by W. Russell Werner brought 
out interesting highlights on shoe mer- 
chandising problems. Noon luncheon 
meetings were ably presided over by 
Herbert Sommer. 


Transferred to Raleigh Store 


RALEIGH, N. C.—Herbert W. Liles 
has been named manager of Pollock’s 
Shoe Salon, at 122 Fayetteville Street, 
here. He comes to Raleigh from Rich- 
mond, Va., where he has been asso- 
“iated with the company for the past 
four years. 
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Accessories Technique 
Brings Extra Business 


Denver, Coro.—In six years of sell- 
ing accessories, the Fontius Shoe Store, 
540 Sixteenth Street, has developed a 
technique that has resulted both in sat- 
isfactory sales of accessories and of 
shoes. 

The accessory cases are placed prom- 
inently just inside the main entrance. 
The circular counter in the center dis- 
plays purses; on top of this counter 
is displayed costume jewelry in a wide 
number of patterns. Novelty combina- 
tions of purses and shoes are shown 
at short counters on the right hand side 
as the shopper enters, and hose and 
other costume jewelry occupy counter 
space along the left wall. 

Salesmen are instructed to encourage 
the sale of accessories whenever possi- 
ble by taking purses, hose and jewelry 
to customers who are being fitted with 
shoes. Several saleswomen also cir- 
culate among customers at the seats, 
showing combinations of accessories. 

Accessories are prominent in the 
window displays of this store. Several 
different styles of purses are attached 
to the wall of each section. Jewelry 
and hose often are used in the unit. 


The Barrels Still Come In 


Twenty-seven barrels of shoes were shipped by the Boot Shop, Billings, Montana, 


to the British War Relief Society, New York, recently. 


All of the shoes were in 


good condition as L. S. Wolcott, manager of the store, sorted out four barrels 


Mr. Woi 


it is L '. 


, at right, with the 27 





that were not up to par. 


barrels in front of the store. 





New Measuring Device 
Introduced 


Boston, Mass.—At a recent meeting 
attended by retail shoe merchants and 
members of the medical profession 
who have specialized in foot correction, 
the C. S. Pierce Company of Brockton, 
well known manufacturers of shoe fac- 
tory supplies and findings, introduced 
a new device for the measurement of 
the foot which has been given the 
name Pron-A-Meter. This name der- 
ives from the fact that an integral 
part of the measuring device is an 
arch element or section which can be 
adjusted to determine the degree of 
pronation of the foot being measured; 
and thus determine, in turn, the 
amount of elevation necessary to cor- 
rect the condition. This elevation is 
accomplished by Pron-O-Pads, said to 
be an improvement on the average 
cookies, and which pads are made by 
the Pierce company in a wide range of 
sizes or thicknesses. 

Other scales on the Pron-O-Meter, 
the inventor of which is H. L. Whit- 
man, originator of the Posture Foun- 
dation principle, enable the fitter to 
determine the measurements of the 
foot from heel to ankle bone, from 
heel to ball and from heel to toe, the 
last two scales recording the shoe size, 
and all measurements being taken with 
the weight of the body on the feet. 
This device has been patented by Mr. 
Whitman and is, the company an- 
nounces, to be leased only to retailers 
of the higher grades of shoes. Pron- 
O-Pads are now being manufactured 
by the Pierce company. For these it is 


claimed that they are light in weight, 
will not corrode or break down, are 
easily placed in the shoe, meet the re- 
quirements of individual feet, are in- 
expensive, and do not tend to wear out 
the shoe. 


Display Stand Sells Hose 


Tucson, ArRiz.—Hosiery sales have 
been stepped up an estimated 50 per 
cent at Karl’s Shoe Co. through the in- 
stallation of a novel counter display 
stand. 

The new fixture is a simple one hav- 
ing a series of vertical divisions in 
which eight currently popular shades 
of hose are shown. Over the top of the 
stand is a semi-circular card carrying 
promotional copy. Along the lower bor- 
der of this card, corresponding with 
the merchandise divisions below, are 
eight copy sections each featuring the 
name and price of an individual color. 
As colors change from season to season, 
cards naming the new shades are fas- 
tened over the old listings. 


Second Kirby Store Opened 


YouNGsTown, OnI0— Kirby’s has 
opened a second “Super” shoe market 
in downtown Youngstown at 316-318 
West Federal Street. The first store 
was opened about two years ago at 112- 
114 East Federal Street, here. Stores 
carry infants’, children’s, men’s and 
women’s shoes. 
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Quiz Program Feature 
Of Syracuse Convention 


RocHESTER, N. Y.—There will be a 
quiz program, with upwards of $50 
in prizes for the best answers, as one 
of the entertainment—and educational 
—features of the annual banquet of 
the New York State Shoe Retailers’ 
Association at the Onondaga Hotel, 
Monday evening, June 16. 

With a master of ceremonies to have 
charge of this feature, and with ques- 
tions relating mainly to merchandising 
of shoes and accessories, it is expected 
to prove as interesting as it will be 
valuable in providing information that 
will aid retailers in methods and mak- 
ing profits. 

Dr. Allen Stockdale, a gifted orator 
and authority on business conditions 
and prospects, will be the chief speaker 
at the banquet. 

Ernest N. Park, chairman of the 
Syracuse committee, presided at a 
meeting which was held May 21 when 
some of the arrangements for enter- 
tainment and other features were made. 

Final arrangements were to be com- 
pleted at a meeting of members of the 
state association in Syracuse, to be held 
at the Onondaga Hotel Monday eve- 
ning, June 2, with dinner at 6.30. 

Manufacturers of shoes, slippers, 
rubbers and other accessories are urged 
to make their space reservations at the 
earliest possible date. Not only is 
there a prospe-t of more buying than 
usual at this convention, but retailers 
are anxious to meet all of their old 
friends and many new ones at this 
important three-day gathering, June 
15-17. 

William Pidgeon, convention chair- 
man, this week sent a letter to shoe 
retailers urging them to attend. All 
shoe retailers and, of course, manufac- 
turers and representatives, are urged 
to attend. The letter says in part: 

“These are critical times with swiftly 
changing conditions that affect the shoe 
business. Every shoe retailer in the 
state must have accurate information 
about these changes to survive, and 
all of us need cash-drawer suggestions 
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Follows in Father’s Footsteps 


MILWAUKEE—For many years, as a 
youngster, H. I. M-Atee traveled with 
his father, W. B. McAtee, who will be 
very well remembered by the host of 
friends he made in the States of 
Florida, Alabama, Mississippi and 
Louisiana. 


H. I, McATEE 


H. I. McAtee, or Harry, as he is 
known throughout the territory now, 
learned his lessons well. At any rate, 
he has succeeded his father as the 
Modern Miss representative for the 
Huth & James Shoe Co., Milwaukee. 

Mr. McAtee was given partial charge 
of the territory in 1935, but now has 
exclusive control and supervision of it. 

The father, W. B. McAtee, enjoyed 
the well-earned reputation of “A gen- 
tleman from down South.” Harry I. 
McAtee, the son, is rapidly building 
the same reputation. 





that will enable us to make fair profits 
during the coming year... . 

“Such questions as these are rising 
before you: Will shoe prices continue 
advancing? How can I hedge against 
inflation? What styles will be the best 
sellers for Fall? In what quantities 
should I buy? What shall be my guide 
in markups? These and s-ores of other 
questions will be answered by noted 
authorities.” 


Cox to Speak at Central 
States Retailers’ Luncheon 
Cuicaco, ILt.—Frank Cox, manager 
of Stetson Shoe Store, Chicago, will 
talk on the Retailer’s Fall Picture, at 
the Retailers’ Luncheon to be held Mon- 
day, June 2, during the Central States 
Shoe Fair, at the Hotel Morrison. Other 
speakers on the program are Bernice 
Stevens, Chicago fashion writer, George 
Moeller, president of the Hosiery Mills 
Representatives Club of Chicago, and 
B. C. Bowen, of the Chicago office of 
the Boot AND SHOE RECORDER. 


Store Owner Celebrates 
50th Anniversary 


MINNEAPOLIS, KAN.—Mr. and Mrs. 
Grant Templin celebrated their golden 
wedding anniversary on May 27, here. 
Mr. Templin is the owner of Templin’s 
Shoe Store, which next Spring will 
round out half a century of continuous 
operation. 

When Mr. Templin was married in 
1891, he was a clerk in charge of the 
shoe department of Lon Henry’s gen- 
eral store in this town. Within a year 
he went into the shoe business for him- 
self and has carried on the business 
ever since. Next Spring when he cele- 
brates the 50th anniversary of his store 
he will also have the record of being 
the only man in the city who has been 
in continuous business here for that 
long. 


Enlarge Plant 


New York—Chas. I. Rockmore an- 
nounces that the demand for elasticized 
shoe cloths has necessitated the enlarg- 
ing of his plant. At 176 Johnson Street, 
Brooklyn, where all Rockmore’s Dar- 
leen elastic shoe fabrics are manufac- 
tured, the floor space has been in- 
creased 65 per cent. 


Elected Director 


AKRON, OHIO—N. S. Farbex, of the 
Louis Ostrov Shoe Co., has been elected 
director of the Akron Chapter of the 
National Association of Cost Accoun- 
tants. 





20 Firms Bid on New Government Orders 





Prices Ranging From $3.42 to $3.65 Are Substantially Higher 
Than Actual Awards in April—Bid Also Opened on CCC 
Shoes and Miscellaneous Types During Week 


Boston, Mass. — Twenty manufac- 
turers submitted bids on 1,000,008 pairs 
of army service shoes at an opening 
held at the local Army Base on May 23. 
These bids ranged from $3.42 per pair 
to $3.65 on shoes made with leather 
soles, and were substantially higher 
than the prices at which awards were 
made late last April. At that time 
awards were made to manufacture 
1,740,312 pairs at prices ranging from 
$3.12 to $3.40. Alternate bids on ser- 
vice shoes with rubber composition 
soles showed a similar increase over 
prices at which 548,488 pairs were 
bought by the Army, also in April. The 
May 23rd bidding revealed asking 
prices of $3.24 to $3.52, as compared 
with actual prices paid in April of 
$3.13 to $3.171. 

In at least one case, after submitting 
his bid on the regular forms, a manu- 
facturer changed his price by letter, 
adding ten cents a pair. Another manu- 
facturer stipulated that he would ac- 
cept the contract only if able to obtain 
the raw materials. 


Bids on both leather-soled and com- 
position-soled shoes were as follows: 
W. L. Douglas Shoe Co., Brockton, 
Mass., 36,000 pairs (leather) at $3.42 
per pair; or 36,000 pairs (composition) 
at $3.30. Belleville Shoe Manufacturing 
Co., Belleville, Ill., 40,000 (leather) at 
$3.435 and 10,000 at $3.475; or 40,000 
(composition) at $3.24 and 10,000 at 
$3.28. Doyle Shoe Co., Brockton, Mass., 
36,000 (leather) at $3.51, or 36,000 
{composition) at $3.46. Endicott-John- 
son Corporation, Endicott, N. Y., 72,000 
(leather) at $3.525, or 72,000 (compo- 
sition) at $3.30. International Shoe Co., 
St. Louis, 108,000 (leather) at $3.53, 
or 108,000 (composition) at $3.33. 
Cannon Shoe Co., McSherrystown, Pa., 
36,000 (leather) at $3.54, or 36,000 
{composition) at $3.35. Shelby Shoe 
Co., Salem, Mass., 50,000 (leather) at 
_ $3.54, or 50,000 (composition) at $3.36. 
E. J. Givren Shoe Go., Rockland, Mass., 
40,000 (leather) at $3.54, or 40,000 
(composition) at $3.49. General Shoe 
Corporation, Nashville, Tenn., 40,000 
(leather) at $3.56. Ansin Shoe Mfg. 
Co., Athol, Mass., 40,000 (leather) at 
$3.57. A. R. Hyde & Sons Co., Cam- 
bridge, Mass., 40,000 (leather) at $3.57, 
or 40,000 (composition) at $3.42. 
Charles A. Eaton Co., Brockton, Mass., 
100,000 (leather) at $3.575, or 50,000 
(composition) at $3.405. Daly Bros. 
Shoe Co., Boston, Mass., 50,000 (lea- 
ther) at $3.58 and 50,000 at $3.64; or 
50,000 (composition) at $3.40 and 50,- 
000 at $3.46. Hill Bros. Shoe Co., Hud- 
son, Mass., 36,000 (leather) at $3.585, 
or 36,000 (composition) at $3.54. Allen- 


Squire Co., Spencer, Mass., 36,000 
(leather) at $3.59, or 36,000 (compo- 
sition) at $3.38. Craddock-Terry Shoe 
Corporation, Lynchburg, Va., 36,000 
(leather) at $3.59, or 36,000 (compo- 
sition) at $3.47. Joseph M. Herman 
Shoe Co., Boston, Mass., 150,000 (lea- 
ther) at $3.61, or 150,000 (composition) 
at $3.41. Weyenberg Shoe Mfg. Co., 
Milwaukee, Wis., 50,000 (leather) at 
$3.62, or 50,000 (composition) at $3.52. 
Brown Shoe Co., St. Louis, 150,000 
(leather) at $3.62, or 150,000 (compo- 
sition) at $3.43. Holland-Racine Shoes, 
Inc., Holland, Mich., 50,000 (leather) 
at $3.65, or 50,000 (composition) at 
$3.45. 


On the same day—May 23—and be- 
fore the opening of bids on the above 
lot of army service shoes, bids were 
opened on shoes for the Civilian Con- 
servation Corps. Only two manufac- 
turers were represented in the bidding. 

The Joseph M. Herman Shoe Com- 
pany bid $3.69 per pair on the entire 
lot of 76,908 pairs of Type “B” shoes 
(black side leather with leather soles) 
and submitted an alternate bid on 100,- 
000 pairs of Type “E” shoes (black 
side leather with rubber composition 
soles) of $3.39 per pair. The use of 
the words “alternate bid” means that 
bidder cannot accept an award cover- 
ing more than one of the items bid on. 
The only other bidder on the:e shoes 


was the Hubbard Shoe Co., of Roches- 
ter, N. H., which bid $3.75 per pair on 
36,000 pairs of Type “B”, with an alter- 
nate bid of $3.55 on the same number 
of Type “E” shoes. 

In mid-November, 1940, when the 
last sizeable quantities of these shoes 
were contracted for by the Army, the 
price range on the Type “B” shoes was 
$2.99 to $3.88; and on the Type “E” 
shoes from $2.645 to $3.15. 

May 23rd was a busy day at the 
Army Base here, with bids being 
opened, in addition to the ones already 
detailed, on shoe repair machinery and 
equipment and on one lot of 180,000 
shoe laces. These are brown cotton 
laces of the type used in boots worn 
by mounted enlisted men. They are 
ninety inches long, tipped at one end 
and knotted at the other. Bidders were: 


General Shoe Lace Co., Inc., Louis- 
ville, Ky., 36,000 pairs at 6.84 cents 
per pair. Diamond Braiding Mills, 
Inc., Chicago Heights, Ill., 180,000 at 
8 cents. Shoe Lace Co., Lawrence, 
Mass., 120,000 at 8.2 cents. Providence 
Braid Co., Pawtucket, R. I., 100,000 at 
8.63 cents. Glencairn Mfg. Co., Paw- 
tucket, R. I., 30,000 at 8.7 cents. Nar- 
row Fabric Co., Reading, Pa., 50,000 
at 9.15 cents. 

Bids opened in this week for other 
footwear items included 276 pairs of 
service shoes (end sizes) on May 27; 
1,000,008 pairs of rubber-topped arctics 
on May 28 (postponed from May 21); 
50,854 pairs of hip-length rubber boots 
on May 29, and 33,808 pairs of knee- 
length rubber boots on the same date; 
bids on 8,083 pairs of waterproof lea- 
ther boots will be asked for on June 2. 





Modern Shoe Department in South 





Every modern convenience is the proud boast of Masur Bros.’ new shoe depart- 

ment at The Palace store, Monroe, Louisiana. The large circular display niches 

set in the walls have natural birch branches on which the shoes are displayed, 

blending with the white mahogany woodwork. Fitting chairs facing the niches 
allow customers a constant view of the displays. 
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Rimler Named Women’s Shoe 
Buyer at Baltimore Store 


Bautimore, Mp.—Jack S. Rimler, 
formerly with Delman for 15 years, 
and at one time manager of their Mad- 
ison Avenue store, has become asso- 
ciated with Schleisner Company, here, 
as buyer of the women’s shoe depart- 
ment. 

Mr. Rimler is an experienced shoe 
man with a reputation for successful 
operation. He is recognized for his 
ability in styling women’s shoes and in 
his new connection will be head of a 
department featuring popular, medium 
and high grade lines. He will make 
his home in Baltimore. 





Prizes Offered to 
Winning Skippers — 


Beacon Hits, Conn.—The winning 
skipper in every regularly ‘scheduled 
sailing race this season will be awarded 
a special prize of a pair of Top-Sider 
yachting shoes, according to an an- 
nouncement by the Sperry Shoe Com- 
pany, here. 

Any recognized yacht club can make 
its members eligible by having the club 
secretary write to the company in ad- 
vance of the race giving the names of 
the boats and their skippers, together 
with the date and details of the race. 

After the race the secretary should 
again write, specifying the size and 
color desired, and the“shoes will be 
forwarded immediately. 

The offer of the special prizes is 
being made; the “company says, to en- 
courage the sport of sailboat racing, 
and every club is urged to claim its 
share of the awards. 





Cooperate in Defense Program 

NEWMARKET, N. H.—At a meeting 
of all the employees of the Sam Smith 
Shoe Corp., San Smith, president, pre- 
sented a check for a week’s wages to 
Stephen Kleczek, who is leaving for 
service in the Army. It was announced 
that all men going into the Army would 
be treated similarly, as part of the fac- 
tory’s cooperation with the National 
Defense Program. 

The’ National Defense Stamp and 
Bond Pregram was explained to the 
group and a plan was offered whereby 
each employee could systematically pur- 
chase Defense Stamps every week, re- 
ceiving them in the pay envelope. Em- 
ployees were also given the aption of 
leaving the stamps in the factory office 
with Mr. Smiths’ personal guarantee to 
redeem them at any time. 

After the meeting, slips were passed 
out and all the employees voluntarily 
agreed to cooperate with the National 
Defense Program in this way. It is be- 
lieved that this is the first factory in 
New England of any kind to so act. 

To meet the rising cost of living, a 
5 per cent pay raise went into effect on 
May 19, at this plant. 
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EY COMPANY, INC. 
330 WEST 34th STREET, NEW YORK CITY 


NOTE or write immediately even though you may not be 


several months. Now is the time to make arrangements. 











Brown Shoe Co. Declares 
Six Month Dividend 


St. Louis, Mo.—<According to a semi- 
annual statement as of April 30, 1941, 
Brown Shoe Company declared earn- 
ings for the six-month period to be 
$2.25 per share after deductions includ- 
ing provision for federal excess profits 
tax. Net sales during this period were 
$16,804,393.59. Net profit amounted to 
$554,433.38. This figure, added to the 
earned surplus balance at Nov. 1, 1940, 
of $7,432,957.16 gave a figure of $7,- 
987,390.54, from which cash dividends 
of $246,000,000 were deducted to give 
an earned surplus balance of $7,741- 
390.54. 


Barnett Store to Have 
Foot Clinic 


Long Bracn, CaLir.—The Barnett 
Bootery is establishing a Dr. Hiss Foot 
Clinic in their store, with a registered 
Dr. Hiss trained man in charge. The 
local Dr. Hiss store will be closed, with 
all stock and patient records being 
transferred to the Barnett J 
This complete change will be culmi- 
nated by August 1 and will be the first 
of a series of Dr. Hiss departments in 
shoe and department stores throughout 
the country. 


Stacy-Adams Adds 
To In-Stock Line 


Boston, Mass.— The Stacy-Adams 
Company, Brockton manufacturers of 
high-grade shoes for men, announce 
that because of the expanding demand 
for shoes in the Stacy-Adams grades, 
they have added twenty new styles of 
calf leather shoes to their in-stock de- 
partment, priced to retail at $10.85 on 
an average basis. This brings to a total 
of more than 50 the number of styles 
in this season’s Stacy-Adams in-stock 
line, priced to retail from $10.50 to 
$13.50, with a well-balanced line in 
both the $10.85 and $12.50 grades. 

“Owing to drastic changes in costs 
all along the line, in both materials and 
labor,” says the company in a letter 
to all Stacy-Adams dealers, “it is neces- 
sary to advance all our calf shoes ap- 
proximately 35 cents a pair (average) 
on present styles in stock. We have 
advanced our base price on black kid 
oxfords fifteen cents a pair.” 

Included in the Stacy-Adams line 
being shown now by salesmen who are 
all in their territories, are the most 
popular types of narrow, wide, custom 
and brogue-type lasts with the addi- 
tion of five military models reflecting 
the popular trends in officers’ footwear. 
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SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 





HAVE OPENING FOR SALESMAN to sell 
high styled popular priced line of Ladies’ 
Novelty Footwear in North and South Carolina. 
Qualifications must include road selling expe- 
rience and a desire to make money. 

SHU-STILES, INC., 
STREET, ST. LOUIS, MO. 





ALESMEN WANTED: Women’s Comfort 

and Arch Type Dress Shoes for Chicago 
and Illinois; Iowa and Nebraska. Liberal Com- 
mission arrangement. Address Box $172, Boot 

Shoe Recorder, 209 South State 
Chicago, Ill. 


Street, 





SIDE LINES SALES'N WTD. 


MANUFACTURER of Foot Appliances and 

parts desires side line salesmen calling on 
retail trade on ission basis. State terri- 
tory; references, and experience. Address $153. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








POSITION WANTED 


SALES EXECUTIVE AVAILABLE. Sponsor 
of this advertisement is a successful sales 
and promotion executive in the Shoe and Acces- 
sory field. He is thoroughly well acquainted 
with the leading Mail Order Houses, Chain 
Stores, and Volume Trade, as well as Shoe 
Factories, and is in the position to undertake 
a good sales or promotion position with any 
manufacturer desirous of cultivating the big 
volume trade. For furt particulars address 
Box $174, Boot and Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








FOR RENT 


S PACE TO RENT in our factory buildings 
in Lynn. Inquire of F. E. Hovey, Treasurer, 
5 Court Street, Boston, Mass. 








FOR SALE 


LADIES: SHOE STORE, in Ashland, Ky., 
Good ing Business, Present owner going 
a furniture business; Buyer must tak 

se; will sacrifice. Address L. LEVY, 1400 
WINCHESTER AVE., ASHLAND, KY. 








FOR SALE et shoe store in Small Ohio 
Town 3,000 population. Stock and _fix- 
tures 33.200. Address $173, care Boot’ & Shoe 
Everts, 100 East 42nd Street, New York, 


ddress 
1214 WASHINGTON 





established in Virginia, 

West Virginia, North and South Carolina, 
desires ge. y reliable line considered 
A-1 reference. Address $167, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, N.Y. 


YOUNG MAN—operator of own store for 

seven years—desires shoe line for Chicago 
and vicinity—thorough knowledge of shoes and 
retailers needs, Address $170, care Boot & 
Shoe Recorder, 209 South State St., Chicago, Ill. 


S ALESMAN, 








IRVIN BUBIN 
“The House of Jobs” 

88 Reade St., Cor. Church 
Prone hoster 71-7887. New York City 





SALESMAN having 200 accounts, Metropolitan 

New York, desires line Children’s and Play 
Shoes. Address $175, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


NEw JOBBER, paying cash, seeks Manufac- 

turers line of Women’s Sport Shoes $2.00 
and $3.00 retailers. Will also consider line 
of Children’s Prewelts. Address $176, care 
Boot & Shoe seen 100 East 42nd Street, 
New York, N. Y. 








Buyers of Surplus Stocks 


Saares sae 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.. Inc. 


106 Duane St. New Yorb 
Phone WOrth 2-5877 and 5378 





BUSINESS OPPORTUNITY 








WANT TO OPEN SHOP 


in Midwestern City featuring Women’s 
Arch Shoes; Six to Ten Dollars Retail; 
X-Ray Fitting, etc. Gentile. Can In- 
vest $2,500.00. Wish to contact manu- 
facturer who will cooperate. 


Address s171, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 
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Leib Lennox 








Martin T. Coleman 


ABBEVILLE, S. C.—Martin T. Cole- 
man, for many years traveling repre- 
sentative for the Hamilton Brown Shoe 
Company, died at his home here, re- 
cently, at the age of 72. 

At the time of his retirement from 
active work two years ago, he was the 








CASH 


For Entire Stocks or Surplus ew on 
This is a good time to dispose of 

We can use any quantity and pay the highest 
prices. 


CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard 








SHOE STORES WANTED 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
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BARSH & CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 











oldest shoe firm representative in the 
Southeast, having been on the road for 
a period of 48 years. He was a native 
of Coronaca, S. C., and a graduate of 
Erskine College, and had been a resi- 
dent at Abeville since 1889. 








CLASSIFIED ADVERTISING RATES 
The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified rants | is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in adva 
eS Advertisements for this page must be in our New York office on Friday of the week preceding publication. “SO 


word. Minimum 
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Shoemanship 
to Showmanship 


[CoNTINUED FROM PAGE 24] 


and beautifully presented against the 
background of his charmingly decorated 
store—Mr, Newbold has gone on build- 
ing up his business on the firmest of all 
foundations—a reputation for integrity 
and the highest quality merchandise. 

The Midwest Shoe Fair committee is 
fortunate in having Bill Newbold in 
charge of the style show and fully ap- 
preciates the fact that his unfailing 
interest and work have played an enor- 
mous part in making this Fair one of 
the major shoe events. 


Fire Damages 
Shoe Man’s Home 


DANSVILLE, N. Y.—Walter J. Blum, 
secretary of the Blum Shoe Manufac- 
turing Co., and president of Blum’s 
Shoe Store, and members of his family, 
had a narrow escape when his house 
caught fire during the night. His son, 
detecting the odor of smoke, aroused 
others and they got out of the burning 
building. The fire caused damage of 
$3,500. 


Chemists Even Score 
In Hosiery Question 


New York—Chemists of the De- 
velopment Division of the United States 
Rubber Company, here, have evened up 
the males’ score with the Nylon- 
equipped females through the discovery 
of a new process of chemically treat- 
ing men’s socks that, in laboratory 
tests, survived three and a half months 
ef daily wear for fifteen hours each 
day, and withstood 90 launderings dur- 
ing the period, before developing a 
hole. The chemists also say that the 
new process almost entirely eliminates 
shrinkage. 

Socks used in the test included Army- 
type socks, cashmere socks, woolen 
socks and wool-cotton socks. The un- 


treated pairs showed a shrinkage up 
to 25 per cent, while the treated shrank 
only from zero to 4 per cent. There is 
no difference in the “feel” of the socks, 
according to thé announcement, and 
verified by those who have seen and 
handled the socks produced under the 
process. The socks will take dyeing, 
and will wash in exactly the same man- 
ner as any others. 

The discovery has been named 
“Kolok,” and will be made available 
under license to men’s hosiery manu- 
facturers. The. socks are not yet 
available for the general public, but 
production on the necessary scale has 
already begun and public sale will 
commence soon when enough advance 
distribution has been accomplished 
through the usual hosiery channels, 
company officials say. 

While emphasis in the announce- 
ment was placed on men’s socks, the 
process has already been successfully 
applied to a wide variety of fabrics. 
These include such things as under- 
wear, flannels, mittens and blankets. 


Washington 
News Reel 


[CONTINUED FROM PAGE 22] 


A standard commercial semi-trailer, 
with doors at both ends, and with three 
windows along each side, makes up the 
repair unit. The repair equipment in- 
stalled along both sides of the trailer 
is arranged to balance weights and the 
supplies kept under the jack benches 
are carefully distributed to keep an 
even balance before the trailer is 
moved. 

The power for the electric motors of 
the stitching and finishing machines is 
supplied by a gasoline-driven gener- 
ator. This also supplies light for the 
tents and the trailer. When shoes are 
to be repaired, they are sent to the 
tent, at the other end of the trailer, 
where they are inspected, heel pads are 
inserted and toe plates applied and the. 
they are bagged, according to the or- 
ganizations from which they came, to 
await delivery. 


During the actual operation of re- 
pairing the shoes, the jackmen are 
responsible for the removal of worn 
bottoms and heels and their replace- 
ment to the extent of nailing on the 
heel and the preparation of the sole for 
stitching. Stitchers, edge - trimmers, 
burnishers and patchers are included 
in the staff of a repair unit and are 
specialists in their particular line of 
work. 

Working units in the trailer are so 
equipped and arranged as to permit 
a constant flow of shoes from the jack- 
men to stitcher, to the edge trimmer, 
to the sander, to the burnisher, to the 
patch machine operator and then to 
the inspection table and to storage 
awaiting delivery. 


Shoemanship 
to Showmanship 


[CONTINUED FROM PAGE 24] 


A man to inspire the strongest loyalty 
in his own salespeople it is evident that 
this lyoalty in addition to careful train- 
ing has been a strong factor in the per- 
sonal success of Gene Held and the 
departments which he heads. 

Always an active member of the Mid- 
west Shoe Fair organization, he was 
elected to his present position a year 
ago. He has taken his theories of suc- 
cessful business right into the Midwest 
Shoe Fair office and there can be no 
doubt but that the unusual growth in 
the Shoe Fair of 1941 is to a great 
extent due to Mr. Held’s sincere inter- 
est in the betterment and enlargement 
of the Fair. 


J. T. Gresham 


ATLANTA, Ga.—J. T. Gresham, Sr., 
for the past fifteen years manager of 
the shoe department of the Parks- 
Chambers Company, here, died on Wed- 
nesday evening, May 21, at a local hos- 
pital following a long illness. He was 
79 years old. A native of Social Circle, 
Ga., Mr. Gresham was one of the oldest 
shoe men in Atlanta, having been en- 
gaged in the shoe business for a pe- 
riod of fifty years. 








industry flows. 





—What Is Point-of-Sale? 


—Point-of-Sale is. the Fitting Stool, 
where the salesman comes in direct 
contact with the consumer, and over 
which the entire dollar income of the 








May 31, 1941 








Dates to Remember 


Central States Shoe Fair, Sponsored 
by Joint Travelers and Retailers 


June 1, 2, 3, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, Ho- 
tels Statler and Parker House, 
Boston, Mass. June 2, 3, 4, 5, 1941 


Midwest Shoe Fair, Netherland 
Plaza Hotel, Cincinnati, Ohio. 
June 8, 9, and 10, 1941 


Annual Convention Pacific-North- 
west Shoe Retailers Association, 
Olympic Hotel, Seattle, Wash. 

June 8, 9, 10, 11, 1941 


Annual Convention New York State 
Shoe Retailers Association, 
Onondaga Hotel, Syracuse, N. Y. 

June 15, 16, 17, 1941 


Annual Summer Convention lowa 
National Shoe Travelers Associa- 
tion, Chamberlain Hotel, Des 
Moines, Iowa, June 15, 16, 17, 1941 


Fall Showing Mid-Continent Shoe 
Travelers Association, Skirvin 
Hotel, Oklahoma City, Okla. 

June 15, 16, 17, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 


Michigan Shoe Travelers’ Fall Shoe 
Show, Hotel Statler, Detroit, 
Mich. July 7, 8, 9, 1941 





Desmond’s Enlarge 
Men’s Department 


Los ANGELES, CALIF. — Men’s shoe 
business has been so excellent during 
the past few years that the quarters 
occupied by the shoe department in 
Desmond’s Wilshire Boulevard Shop 
are to be greatly improved. Workmen 
are now building a separate men’s shoe 
department in the Desmond building 
which will be used solely for selling 
men’s shoes. This room will have a 
20-foot show window frontage, sepa- 
rate entrances from both Wilshire 
Boulevard and to the parking lot in 
the rear. 

“The windows will prove to be a real 
shoe bill board both during the day and 
night,” shoe manager Frank Crapo 
announces. Mr. Crapo has charge of 
ali men’s shoe activities in all Des- 
mond Southern California stores. He 
thinks so well of the sales possibilities 
in the newly-enlarged Wilshire Boule- 
vard shop, that he feels that within a 
comparitively short time, sales in this 
branch will equal those of the main 
downtown Desmond store. Shoe busi- 
ness is excellent in all branches, he 
finds. 
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STANDARD 
OF QUALITY 


A; American production 
speeds up, more and more 
Pan-Cord Cord-On-End Safety 
Soles are going into action. In 
industries of all types, where 
safety and efficiency are vital, 
Pan-Cord is getting the call. 
Tests have shown both in the 
laboratory and by actual experi- 
ence that the exclusive patented 
“Looped” Cord-On-End struc- 
ture provides a surefootedness 
— and durability found in no other 


JUNG SHOE Co. cord sole. These “looped” cords 


Sheboygen, Wis. exposed on end and embedded 


~ oth shoe. solid leather | 

Ne. 999 bleck plei ‘ } mar 
toe work shoe, solid leather = in genuine automobile tire stock 
struction, Pan-Cord Safety 
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Widths D aE ing or constant wear. 


LOOPED - CORD-ON-END 
Magnified cross section of the original and 


only * ey sl Cord-On-End Sole. Fully 


number 1,935,519. PANTHER-PANCO RUBBER CO. e CHELSEA, MASS. 
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